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R BACK when farmers 
bought commercial 
dairy feed? Some 
dealers are still look- 
ing back but others 
in increasing number are selling 
dairy feed today—more of such 
rations than they had been able 
to move any of the past several 
years. There are fewer dairy cows 
in the country, dairy products 
prices are higher and farmers 
outside the drought area are buy- 
ing better feed for bigger profits. 
Now is the time to check up on 
your dairy feed customers and 
prospects. Push dairy feed salesa 
little harder and you'll be sur- 
prised by the increased business 

certain to result. 
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“LET GEORGE IT” 


BENJAMIN FRANKLIN said: “Be assured if we do 
not hang together we shall all hang separately.” To- 
day “hanging together’ means National Association 
Work in each industry—doing those things through 
YOUR ASSOCIATION which YOU CANNOT DO 
ALONE. 


The American Feed Manufacturer’s Association, Inc., 
is the one and only National Association for Feed 
Manufacturers. 


Its work is nation wide and complete—but it needs 


your ACTIVE MEMBERSHIP and support. 


The Service rendered on code matters, national legisla- 
tive protection, state feed control laws, active traffic 
service, current bulletins and help on your individual 
problems is the best insurance you can have for the 
future of your business. 


If you are skeptical, write us for more definite details. 
The dues are nominal. 


American Feed Manufacturers Association, Inc. 


53 West Jackson Boulevard 
Chicago, IIl. 
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RADISSON 
FARM 


GUERNSEYS make MILK the 


Radisson Farm at Anoka, Minn., 
looked them all over and then chose 
Gold Medal Dairy Ration for its 
widely-known herd of pure-bred 
Guernseys. 


One more example of the steadily 
growing preference for Gold Medal 
among careful feeders who demand 


GOLD MEDAL WAY 


safety with maximum profit over 
feed cost. Investigate the Gold Medal 
franchise today. It may be available 
in your territory. Let Gold Medal— 
the name that means more than 
half a century of leadership—help 
you and your customers make more 
money. 


THE FEED BAG—FEBRUARY, 1935 


why not now? 


Washburn Crosby Co. of General Mills, Inc., - - Minneapolis—Kansas City, Mo. 
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sa oronet of Radisson, 247890, owned by Radisson Farm, Anoka, Minn. (F. D. Fulton 1s 
| produced 14,258.7 Ibs. milk and 760.9 Ibs. fat in Class CC, 10,439.7 Ibs. milk and Ws 
| bs. fat in Class GG. Flora's Coronet is typical of the breeding and production on 
adisson Farms are building their great herd, with the help of Gold Medal Dairy Ration. : 
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THERE’S PROFITABLE 
REPEAT BUSINESS IN 


POULTRY 
LITTER 


he uniform high quality ... extra absorb- 

ency...and longer life of O. K. poultry 
litter assure satisfied customers and profit- 
able repeat business. That’s why O. K. is used 
and recommended by leading poultrymen 
everywhere. That’s why O. K. has been Amer- 
ica’s fastest selling Peat Litter for more 


than 24 years. Get in on this profitable 
business NOW. Write today for prices VIC/ 
and full details. 
e Approved 
THE O. K. COMPANY 
ATKINS & DURBROW, INC., PROPRIETORS 
B-165 John Street New York City 


Shipped direct from our nearest 
mill point to you. 


Baled Shavings 
Sawdust 


Peat Moss 
Write for our delivered prices today. 


FRANK MILLER & SONS 


“The Sawdust Millers’’ 
2240 W. 58thSt. :-: CHICAGO, ILL. 


Vitality Feeds 


COMPLETE 
LINE OF 


FINEST QUALITY 


FEEDS 


*, Made Right -- Priced Right .° 


If not sold in your town write for 
our agency proposition. 


Vitality Milles 
BOARD OF TRADE BLDG. 
CHICAGO 


Mohawk Wheat Feed 
; An exceptionally high qual- 


ity mixed wheat feed on 
which we assure you prompt 
courteous service. 


Mohawk Cod Liver Oil 
| | Mohawk Cod Liver Oil, re- 


cently introduced, has won 
the acclaim of many dealers. 
It is a pure oil high in vi- 
tamin potency. Let us quote 
you. 


a 
OHAWK FEED CO. 


MILWAUKEE, WISCONSIN 
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Your Business 
and that of 
Your Customers 
Will Prosper 
If You Sell 
And They Feed 


ARCADY-WONDER 
IMASAES 
CONTAINING | 


(VACUUM PROCESSED) 
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MILWAUKEE, WISCONSIN 


DAVID K. STEENBERGH, Managing Editor 


Volume Eleven 


February, 1935 


Number Two 


Central Association Honor Roll Plan 
Explained at District Meetings 


Retailers Determined to Stop Direct Selling 


HE Honor Roll of the Central 

: Retail Feed association, planned 

to curb direct saies by whole- 

salers to consumers, was intro- 
duced to feed dealers attending a series 
of meetings held at various cities 
throughout Wisconsin from January 14 
to’ 31. During the past week, too, full 
information concerning the Honor Roll 
plan together with the latest list of 
firms pledged not to make any direct 
sales was mailed to every retailer do- 
ing business in the Central association 
territory. 

The first Honor Roll list, dated Janu- 
ary 14, included the names of 48 firms 
which had responded to a letter from 
Roland Reinders, Elm Grove, Wis., 
president of the association, indicating 
that they would cooperate with the re- 
tail feed trade and confine all whole- 
sale sales to established retail feed 
dealers. The letter from President 
Reinders promised that any past “of- 
fenses” of the wholesalers joining the 
Honor Roll would be forgotten, that 
future complaints of direct selling would 
be fairly considered by the entire execu- 
tive committee of the association before 
any name was removed from the Honor 
Roll and that the association would do 
everything within its power to see that 
the purchases of its members and other 
cooperating dealers would be made 
from firms on the Honor Roll. 

Dealers Pledge Business 

To fulfill its part of the agreement, 
the association is distributing pledge 
cards for the dealers to sign in which 
they agree to restrict their purchases 
“insofar as it is at all possible” to firms 
on the Honor Roll. The exact wording 
of the pledge is as follows: “We agree 
to cooperate with the Honor Roll plan 
of the Central Retail Feed association 
and, insofar as it is at all possible for 
us, to place all our business with Honor 
Roll firms.” 

More than 100 of these pledge cards 
were signed at the district meetings 
which the association sponsored during 
January and President Reinders confi- 
dently predicts that several hundred 
more will be returned to the associa- 
tion offices as a result of the mail cam- 
paign now in progress. “We were 
rather disappointed,” he said, “that 
there were only 48 firms on the first 
Honor Roll in view of the fact that 


invitations to cooperate had been mailed 
to a list of 283 wholesalers, but our 
second list included a good many more 
names and further agreements to co- 
operate are still coming in every day. 
The retail trade is serious in this effort 
tc curb direct selling and wholesalers 


Roland Reinders 


doing business in our territory will find 
it almost impossible to continue riding 
two horses. They must either cooper- 
ate with the established dealer and 
make all their sales to or through him 
or they must decide to go direct to 
the farmer exclusively. The Honor Roll 
definitely tells us which wholesalers are 
our friends.” 
Retailers Are Serious 

Evidence of the attitude of the re- 
tailers is available in a resolution which 
was unanimously adopted at the deal- 
ers’ meeting held at Jefferson, Wis. 
“The Honor Roll can’t fail if we will 
cooperate but we mustn’t be small about 
the proposition,” J. F. McGurk, Haag 
& Brown Lumber Co., Helenville, Wis., 
urged at the Jefferson meeting. “Let’s 
stick with the firms on the Honor Roll 
even if we are offered discounts of 25 
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or 50 cents a ton by outsiders. Let’s 
show everybody we mean business and 
let’s start by returning first thing to- 
morrow all quotations we receive from 
firms not on the Honor Roll we now 
have in our hands.” 

His resolution, seconded by H. E. 
Jaeger, Jaeger Milling Co., Watertown, 
Wis., read as follows: “Resolved: That 
all retailers attending this meeting re- 
turn immediately all quotations here- 
after received from firms not listed on 
the Honor Roll of the Central Retail 
Feed association with the request that 
we be dropped from the mailing list 
until the wholesaler in question joins 
the Honor Roll.” 

District meetings to explain the 
Honor Roll were held at Burlington, 
Shawano, Fond du Lac, Marshfield, 
New Richmond, Tomah, Portage and 
Jefferson, all in Wisconsin. President 
Reinders was the speaker at the first 
five meetings and the remainder were 
addressed by Colby Porter, Fox Lake, 
Wis., vice president of the association. 
The weather during the time of the 
meetings was exceptionally cold, with 
temperatures as low as 45 degrees be- 
low zero but attendance was good and 
the Honor Roll plan enthusiastically re- 
ceived everywhere. 

Local Dealers in Charge 

Each meeting was arranged by a 
dealer in the local territory with Walter 
Uebele in charge at Burlington, M. A. 
Peterson at Shawano, D. R. Mihills at 
Fond du Lac, Walter Koenig at Marsh- 
field, Fred Christopherson, Milltown, 
at New Richmond, S. G. Sorenson at 
Tomah, I. W. York at Portage and 
William Frank at Jefferson. Mr. Uebele 
provided entertainment at the Burling- 
ton meeting and Mr. Mihills and A. B. 
Bechaud, of the Empire brewery, pro- 
vided refreshments at Fond du Lac. 

Attendance prizes, provided by the 
association, were won at New Rich- 
mond by P. H. McKinney, Farmers 
Union Central exchange, Amery; at 
Tomah, by P. D. Sorenson and at Port- 
age, by L. J. Hartzheim, Beaver Dam. 
A second attendance prize at New 
Richmond was won by Leo A. Ejiden, 
Deep Park (Wis.) Feed mill. The La 
Budde Feed & Grain Co., Milwaukee, 
supplied attendance prizes which were 
won at Shawano by Roy Kobs, Bon- 
duel (Wis.) Fuel & Light Co. at 


Page Seven 


Yy yyy WY; Wy Wy jf 
iS 
: 


Marshfield by L. H. Erickson, asso- 
ciated with Orin Trindal at Loyal and 
at Jefferson by W. J. Borst, Brooklyn. 

“No wholesaler wishing to join the 
Honor Roll,’ President Reinders ex- 
plains, “need wait for a special invita- 
tion. We are not operating on any for- 
mal basis and all that is necessary is 
for the wholesaler to write to me or 
to the association office at Milwaukee 
expressing his desire to be included on 
the Honor Roll and agreeing not to 
make wholesale sales direct to farmers. 
We intend to keep aggressively pushing 
the Honor Roll plan until the spirit of 
cooperation has been instilled in every 
reliable wholesaler and every  estab- 
lished retailer doing business in our ter- 
ritory.” 


...in the Present 


Season 


sales you’re interested 


Many other subjects of interest to 
the trade were discussed at the district 
meetings. Chief among these were the 
Feed Trade code which was commented 
upon by David K. Steenbergh, secre- 
tary of the Central association and of 
the National Federation of Feed Associ- 
ations, and the trucking problem. Most 
dealers indicated that they were anxious 
to have the code signed and made ef- 
fective as soon as possible and the ma- 
jority also favored federal regulation of 
trucks on a basis of equality with the 
railroads. A resolution to this latter 


effect was proposed by John E. Jensen 
of the Luck (Wis.) Cooperative ex- 
change and unanimously adopted at the 
New Richmond meeting. 
follows: 


It read as 


A 


Sy} ALES that bring profits and customer satisfaction are the 


in. And when you recommend Dr. 


Salsbury’s PHEN-O-SAL, CAM-PHO-SAL and AVI-TONE, 
you are doing your customers a good turn as well as yourself. 


These, as well as all other Dr. Salsbury preparations, are pro- 
nai duced in our new, modern laboratories that provide every 
facility for purity, accuracy and dependable results. 


. We are not satisfied with merely the production of high quality pre- 
parations, however. In our 1935 sales, merchandising and educa- 
tional program, we are providing you with 


Dr. Saisbury’s PHEN-O-SAL. 


in the drinking water, relieves 
 imtestinal inflammation, cor- 
fects digestive upsets and fur- 
omnishes valuable blood building 

elements. For chicks or hens. — 


Dr. Salsbury’s CAM-PHO-SAL 


 @ when used as a ay, helps — 

to. prevent and eve co ie 
brooder and bron- 
“chitis, ‘or fowls of all ages. 


Dr. Salebury’s AVi-TONE 


@in the mash, keeps down 
found worm infestation, in- — 
Greases the appetite, tones up 
For chicks or leying 
hens. 
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tions, 
“tie-up” sales helps. 


DR. SALSBURY’S Laboratories, Charles City, La. 


National vege my in every leading 
poultry state in the United States. 
Seasonal Literature for distribution among 
your customers and prospects. 

Store and Window Posters that attract 
attention and increase your sales. 

Local “‘Tie-Up’’ Ad Service to help you 
identify yourself as a Dr. Salsbury dealer. 
Monthly Dealer Publication that gives you 
the latest information on poultry diseases, 
sales helps and merchandising ideas. 
Dealer Emblem for use on window and in 
local newspaper ads. 

An Educational Program that includes 
Dealer Meetings, Schools and our Annual 
Short Course. 


If you are a Dr. Salsbury dealer, it will pay 
you to tie-up with this program. 

If you are not a Dr. Salsbury dealer, you owe 
it to yourself 
about our complete line of poultry prepara- 


to write for full information 


our national sales plan and local dealer 
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“Resolved: That the New Richmond 
District Dealers club of the Central 
Retail Feed association favors the regu- 
ulation of all highway carriers by the 
Interstate Commerce commission or 
some similar board so that uniform 
freight rates, on a par with those au- 
thorized for the railroads, will be man- 
datorily maintained and be it further 

“Resolved: That a copy of this reso- 
lution be mailed to the President of 
the United States; J. B. Eastman, fed- 
eral coordinator of railroads; Senators 
LaFollette and Duffy of Wisconsin, and 
the several Congressmen from the ter- 
ritory served by the New Richmond 
ciub.” 

Several extemporaneous speakers dis- 
cussed the purchase of barley and other 
grain and cautioned dealers to buy bar- 
ley either by the hundred or on the 
basis of a 48 pound bushel as required 
by state law and not to buy any grain 
grown from seed purchased with money 
loaned by the government without first 
ascertaining whether or not the loan 
had been paid. 


WISCONSIN 


Walter Tylicki, 59, veteran feed and 
flour dealer at South Milwaukee, passed 
away at his home recently. 

Joe Ourada, Rapids Milling Co., 
Rapids, recently underwent an operation 
at a hospital at Manitowoc. 

Schroeder Bros., Two Rivers, have 
moved their place of business to a new 
and improved location. 

Robert Horneck, Farmers Mercan- 
tile Co., Elkhart Lake, recently recov- 
ered from a siege of influenza. He has 
installed a new feed mixer in his plant. 

Walter Klemme, Kiel Roller Mills, 
Kiel, is back on the job fully recovered 
from an attack of the grippe. 

Eau Claire Seed & Feed Co. Eau 
Claire, has been incorporated with a 
capital stock of $20,000 by William C. 
Strauss, Paul A. Nelson and W. C. 
Crocker. 

New Glarus Feed & Fuel Co. New 
Glarus, has installed a corn sheller and 
recently shipped out the first car of 
corn which has gone to market from 
that locality for many years. 


OHIO 


Cline feed store, 
opened for business. 


Seth Swain, founder of the Medina 
Farmers Exchange Co., Medina, died 
recently. He was 60 years old. 

Stetler & Fields, Willshire, dealers in 
feed and coal, have dissolved partner- 
ship. Mr. Fields will continue to oper- 
ate the business. 

United Grain Co., Rossburg, was 
robbed of $200 worth of clover and al- 
falfa seed on January 23 by thieves who 
forced their way into the warehouse 
with a crowbar. 

Henry W. Bowen, president and man- 
ager of the New Paris Elevator Co., 
Lewisburg, left recently on a trip East 
where he is planning to establish a 
chain of feed stores. 

F. O. Diver Milling Co., Middletown. 
has just completed the remodelling of 
its plant. New flour and feed milling 
machinery has been installed. 

Edison Milling Co. plant, Edison, for- 
merly owned and operated by Mrs. 
Bessie Blair, has been purchased by 
Asa C. Harvey, East Liverpool. 


Zanesville, has 


~ 
: 
3. 
; 4 
5 
| 


Lee Barth Fixes 
Farmers’ Shoes 
Sells Them Feeds 
As They Wait 


By Emil J. Blacky 


HOE leather and feeds are not 

% usually considered a good com- 

bination but these two items work 

hand in hand toward increased 

sales for Lee Barth, who operates a 

— store and elevator at Black Creek, 
is. 

Mr. Barth originally operated a shoe 
repair shop. Six years ago he entered 
the feed business and the windows of 
his establishment which formerly fea- 
tured new and renovated footwear were 
soon flaunting well-arranged displays of 
flour and feed and other farm supplies. 

Despite the attention which his new 
venture demanded, Mr. Barth clung to 
his first love. A space in the rear of 
the feed store is still devoted to a shoe 
repair shop and the tapping of the cob- 
bler’s hammer mingles with the drone 
of the feed grinder. 

Team-mates for Profit 

At first Mr. Barth felt that the two 
lines of business would divide his at- 
tentions but they have proved to be 
real team-mates. Farmers as well as 
city folks who tramp the concrete side- 
walks wear out their shoes. They come 
to the Barth shop to have them reju- 
venated. And while they wait for the 
repair man to patch an upper or resole 
their favorite clodhoppers, Lee Barth 
talks feeds to them. The time that 
elapses allows him to extol the merits 
of his brand of products to new pros- 
pects or to talk confidentially about 
farm problems with old customers. Ad- 
ditional sales result. Relationships with 
regular patrons are more firmly cement- 
ed. So the shoe repair shop and feed 
store operate in perfect harmony. 

Mr. Barth, in the six years during 
which he has been engaged in the feed 
business, has made phenomenal head- 
way. He is located in a section of the 
state where large crops of grain are 
grown by the farmers. In order to 
overcome home-mix feeding he installed 
complete feed grinding and mixing 
equipment and obtained many tried and 
tested formulas for dairy rations and 
poultry mashes in which the crops could 
be utilized with proper supplements to 
make a balanced mixture. 

He introduced a feed which he mar- 
kets under his own brand name. Last 
year his tonnage in dairy feed sales 
exceeded 20 carloads, while his poultry 
mash volume topped 300 tons. These 
were sales of his own brand of feed in 
addition to the mixtures he turned out 
for farmers who desired to utilize their 
own grains in their rations. 

Limits Credit to $50.00 

Although Mr. Barth believes in the 
cash basis plan of operating a feed 
business he still extends credit to his 
customers on a limited basis only. The 
maximum is $50.00 to each farmer. 
Those who exceed this limit are flatly 


refused credit until the balance is re- 
duced. In other words, Mr. Barth is 
never caught holding the bag for more 
than $50.00 on any one customer. 

“Most farmers, especially with condi- 
tions getting better,’ he explained, 
“keep their accounts well paid up. The 
$50.00 limit, however, keeps me on the 
safe side against those who are slow 
in paying. Naturally, we refuse credit 
entirely to those who are known to be 
habitual deadbeats.” 

Mr. Barth is a firm believer in regu- 
lar advertising. Merchants in Black 
Creek cooperate in issuing a monthly 
publication called “The Bargain Sheet”. 
Lee Barth’s advertisement occupies a 
conspicuous space in every issue. But 
price is seldom mentioned. 

“Quality is the thing to stress when 
you want to sell your merchandise and 
get repeat business,” maintains this en- 
terprising dealer. “Show a man what 
your feeds will do for him and explain 
how they will increase his profits and 
price becomes a matter of secondary 
consideration. The man who is sold 
on price alone drifts away as soon as 
he finds a merchant who will sell for 
less. If you win him on a quality basis, 
he remains to do business with you 
long after the bargain hunter has dis- 
appeared. 

Attends Farm Functions 

Farm picnics, meetings and other 
events at which rural folks assemble 
are religiously attended by Mr. Barth. 
While mingling with the farmers he re- 
frains from endeavoring to sell them. 
He concentrates on engaging them in 
conversation and gaining their friend- 
ship and good will. They learn to like 
this genial man, and business naturally 
follows. 

In addition to his feed store and shoe 
repair shop which is located on the 
main street of the town, Mr. Barth 
operates a grain elevator situated on a 
railroad on the outskirts. Since August 
1, 1934, he reports that he purchased 
and shipped more than 100 carloads of 
barley. The money received by the 
farmers for this grain put buying power 
into the community and reflected in 
the sales and cash receipts of the feed 
store. 

Just recently Mr. Barth installed a 
corn sheller. Farmers from points as 
far distant as 50 miles away were bring- 
ing their ear corn to the elevator where 
they were receiving 76 cents a bushel 
when The Feed Bag _ representative 
visited Black Creek early in January. 
Many of the visiting farmers hauled 
back loads of flour and feed for which 
they paid cash or deducted from their 
corn checks. 

The Barth feed store does a tremen- 
dous seed business in the spring. This 
department is operated strictly on a 
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Lee Barth 


cash basis for, as Mr. Barth explains, 
giving credit on seeds involves too 
great a risk in the event of a crop fail- 
ure. Eggs are purchased from the 
farmers for cash or are taken in to 
apply on purchases of feed and other 
items. 

Mr. Barth is extremely proud of his 
employees, and is appreciative of the 
things they do for him. 

“Good help,” he asserts, “is a big 
factor in the successful operation of a 
feed store. The men who contact your 
customers can drive them away by their 
attitude or make them real friends of 
the firm who are always glad to come 
back. 

“Cooperating with one’s competitors 
in business is also the best policy,” he 
adds. “There are times when dealers 
can do favors for each other that mean 
real savings which would be impossible 
if they remained at swords’ points.” 


MRS. BERTHA LIPPELMAN, 
wife of Andrew E. Lippelman, presi- 
dent of the Ubiko Milling Co., Cincin- 
nati, Ohio, died recently at her home 
= Pg heart attack. She was 50 years 
fe) 


NORMAN E. DEWES has been ap- 
pointed advertising manager of the 
Larrowe Milling Co., Detroit. He for- 
merly directed advertising for the 
United States Radiator Corp. 


Hotel Jefferson Picked 
For National Parley 


The new Hotel Jefferson has been 
selected as the meeting place for the 
39th annual meeting of the Grain & 
Feed Dealers National association 
which will be held at St. Louis, Sep- 
tember 19, 20 and 21. 

The Merchants Exchange of St. Louis 
will celebrate its 100th anniversary dur- 
ing the convention and is planning an 
elaborate program for the event. 

Negotiations are already under way 
for obtaining outstanding speakers, and 
Charles Quinn, secretary of the asso- 
ciation, who is directing the activities 
assures all those who attend of a pro- 
fitable and pleasant visit. 
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INDIANA 


W. Trow Co. is opening a feed store 
in the old Taylor-Hitz flour mill build- 
ing, Madison. 


Arnold Boggs, Plymouth, has moved 
his feed store into the Middleton build- 
ing formerly occupied by the Kosanke 
bakery. 


Harry Donselman, Versailles, is open- 
ing a feed store. 


Frank George is planning to open a 
feed mill. at Maumee. 


Sharpsville Mill, Elevator & Coal Co., 
Sharpsville, is planning to install a feed 
mixer. 


Veedersburg Grain Co., Hillsboro, is 
building an addition to its plant and 
will handle a complete line of farm im- 
plements. 


G. A. Pritchard New Chief 
Of Indiana Grain Men 


\. PRITCHARD,  Fortville 

- Grain Co., Fortville, Ind., was 
e chosen president of the Indi- 

ana Grain Dealers association 

at the 34th annual convention which 
was held at Indianapolis, January 24 
and 25. The meeting was one of the 
best in years, with an attendance in 


excess of 300 persons from all sections 
of the state. 


T. C. Crabbs, Crawfordsville, was 
chosen vice president and W. D. 
Springer, Indianapolis; Wilbur Bech- 


dol, Walton; C. G. Egley, Fort Wayne. 
and O. H. Wright, Vincennes, were 
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PRODUCE 

MORE MILK 


SATISFIED USERS MAKE NEW 


CUSTOMERS FOR QUAKER FEEDS 


The successful farmer has a host of imitators 
—men who watch every move he makes and 
who adopt his methods. 

If he gets more milk and a higher butter fat 
from his herd; or more and bigger eggs from 
his hens; or raises his chicks better; or raises 
more pigs per litter—they all try to find out 
how he does it. 

Farmers using Quaker Feeds get these bet- 
ter results. You can recommend them to your 


trade withconfidence because Quaker 
Feed quality and nutrient values are 
consistently uniform and result get- 
ting. 

Let us tell you more about this 
profit-paying line of feeds and how 
you can capture more steady cus- 
tomers. 


milo 
THE QUAKER 
Dept. 15-B 


141 West Jackson Blvd. . . 


OATS COM P 


ANY 
CHICAGO, U. S. A. 
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selected as directors. Fred K. Sale, 
secretary, and R. B. McConnel, treas- 
urer, were reelected by the directors 
following the close of the convention. 

Concern over mounting taxes created 
by continued’ government expenditures 
was expressed by W. D. Springer, re- 
tiring president, in his annual address. 
He urged the dealers to cooperate in 
endeavoring to bring about economy in 
government. 

“This is the day of organized minor- 
ity rather than of individuals,” Mr. 
Springer added. “Protection of indus- 
tries against ruinous or unfair legisla- 
tion is only a part of the valuable serv- 
ice a strong trade association can give. 
It is only through the cooperation of 
many companies and many men with 
common interests that enough prestige 
and power and weight can be presented 
to obtain the desired results.” 

Fred K. Sale, secretary, in reviewing 
the activities of the association for the 
past year, reported a decided increase 
in membership and a sound financial 
setup. 

In resolutions which were adopted at 
the convention the members voted to 
oppose any increase in freight rates on 
farm products and livestock and to stop 
further legislative activities in congress 
relating to the grain marketing system 
until more settled business conditions 


_ prevail or until unquestioned evidence 


of the need of emergency measures 
arises. The support of a movement to 
oppose the general encroachment of the 
state and national farm bureau into all 
lines of business was also agreed upon. 

The business sessions during the con- 
vention were conducted in the library 
of the Board of Trade building, while 
the annual banquet was held at the 
Lincoln hotel. More than 340 persons 
were served at the banquet which takes 
its place among the records as one of 
the largest ever held by the associa- 
tion. 

Speakers during the convention who 
discussed various subjects of interest to 
the dealers were H. L. Monarch, Cin- 
cinnati, Ohio; A. F. Hinrichs, LaFay- 
ette, Ind.; George E. Booth, Chicago, 
chairman of the national code authority 
for the country grain elevator industry; 
W. C. Babcock, Rensselaer, Ind.; F. A. 
Derby, Topeka, Kans., president of the 
Grain & Feed Dealers National asso- 
ciation; N. T. Crane, advertising man- 
ager, Indiana Farmers Guide, Hunting- 
ton, Ind.; E. F. Johnson, Ralston-Pu- 
rina Co., St. Louis, and F. X. Mettenet 
and Fred Dopke, public service com- 
mission of Indiana, Indianapolis. 

W. B. Kreuck, district sales manager, 
Allied Mills, Inc., Fort Wayne, Ind., 
who was scheduled to speak on “The 
Feed Business for 1935”, was unable to 
be present because of a severe snow 
storm. 

Directors of the association who will 
serve in addition to those newly elected 
are C. C. Barnes, Winchester; J. L. 
Elish, Seymour; M. P. Sellars, Forest, 
and G. F. Butturff, Indianapolis. 


HUGH MCCORKLE, Flora, int, 
Ash- 


has become sole owner of the 
paugh & McCorkle elevator. 
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UNSIGNED CODE The latter part of last October the committee 
STILL A PROBLEM handling the Code of Fair Competition for the 

Feed Trade (except wholesale feed manufacturers) 
was informed that the last controversial provisions had finally been approved 
and that the code would be signed and made effective at an early date. 


It wasn’t signed as we all know and according to recent information from 
Washington the reason it hasn’t been signed is that AAA again stepped into 
the picture through its consumers’ advisory council with objections to the pro- 


visions which define destructive price cutting as any retail sale at a price below 
“current local replacement value’’. 


Just why AAA should wield such influence in NRA is not explained but 
as a result of its powerful voice the feed trade code committee was asked, about 
the middle of January, to agree to the entire elimination of the objectionable 
provisions from the code. The committee voted on the question by mail and in 
that vote a majority reaffirmed its conviction that ‘‘current local replacement 
value”’ is the only basis by which price cutting could be judged and that a code 
without the proposed provisions would not be acceptable to the industry. 


As matters stand, therefore, there is a deadlock between AAA as advisor 
to NRA and the feed trade code committee. The officials in NRA seem genu- 
inely favorable to the code just as it stands and have been sincerely trying to 
get the code signed despite the fact that their activity has not always been 
apparent to the members of the trade concerned. The feed trade is the largest 


industry without a code at present and NRA would like to see us within the 
fold and with a code of our own. 


Whether or not we have a code at this late date really wouldn’t matter 
much providing NRA passes out of the picture June 16 as provided in the 
present act. If however, as most of us believe, new legislation continuing NRA 
is passed by congress during its present session — the feed trade may be put 
to a distinct disadvantage without a code of its own. 


Perhaps it would be best to accept the proposed code without further 
delay — with or without the provisions to which AAA objects. Administration 
policy is not favorable to price provisions and it is probable that they may 
soon be removed from all codes. The labor provisions in the proposed code 
make real concessions for the cause of national recovery but they are not nearly 
as severe as was desired by labor or as labor may be able to obtain if the feed 
trade is placed under the jurisdiction of a blanket labor code or the code au- 
thority for some related trade. And what is most important, with its own code 
in effect the feed trade would be represented at Washington on a par with other 
industries and by its own people who understand its peculiar problems. 


DAVID K. STEENBERGH. 
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The Hornby Co. Plant is well equipped within for production and storage as well as being expertly managed on the business end. 


Cash Basis Plus Sound Accounting 


Build Successful Business 
Hornby Co. Has Refused Credit Since 1900 


HE feed dealer who operates on 

a cash basis and maintains a 

good accounting system is fol- 

lowing two of the chief funda- 
mentals of success. 

This is the contention of Percy Horn- 
by, the Hornby Co., New Brighton, 
Pa., and he practices what he preaches. 

“Throughout 35 years,” he explains, 
“we have always operated on a strictly 
cash basis, and we firmly believe it is 
the only safe manner to conduct a-feed 
business. For example, if we were to 
sell our feeds at $5.00 per ton profit and 
extend credit for 30 days, our gross 
profit for 12 months per ton would be 
$60.00. On a basis of 30 days’ credit, 
the maximum number of times we 
could have turned over our profits 
would have been twelve, due to the 
fact that we would be compelled to wait 
a month before we got the money—if 
we were fortunate enough to collect. 

Profits Are in Cash 

“On the cash basis plan we operate 
on a gross profit of $1.90 per ton and 
succeeded in turning over this cash 
profit 32 times last year. Thus by sell- 
ing at only $1.90 per ton gross profit 
we were able to make a total of 32 x 
$1.90 or $60.80 for the year per ton. 
This was slightly better than we would 
have been able to do on the 30-day 
credit plan. The consoling factor was 
that we actually had the money at the 
end of the year, while, if we had ex- 
tended credit, much of it would still be 
on the books.” 

As the result of an efficient account- 
ing system Mr. Hornby is able to tell 
at the end of each month just where 
he stands. 

Keep Accurate Records 

“We maintain a stringent and de- 
tailed system of bookkeeping,” he de- 
clares. “It is a complete double entry 
plan and once a month a statement is 
placed on our desk, giving an accurate 
balance sheet and also an income and 
expense statement. We find this a great 
asset to our business in dealing with 
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our bank. 

“To guard against our robbing Peter 
to pay Paul, we keep a stringent and 
itemized cost account together with an 
itemized tonnage account so as to ac- 
curately know the cost of handling raw 
material or manufactured material on 
the tonnage handled monthly. 

“The feed business is no different 
from any other business. Books must 
be kept to know your profit or loss, 
although, generally speaking, bookkeep- 
ing is sadly neglected by a large ma- 
jority of dealers.” 

Mr. Hornby reported that he was 
pleased with the articles written by 
Lionel True on “Modern Cost Account- 
ing”, which are appearing regularly in 
The Feed Bag and adds that he is fol- 
lowing them closely. He urges every 
feed dealer to study the system being 
explained by Mr. True and to apply it 
insofar as possible to his own business. 

Stress Merchandising Angle 

In addition to operating on a cash 
basis and maintaining an efficient book- 
keeping system the Hornby Co. stresses 
the merchandising angle of the business. 
Representatives are engaged who spend 
their time in the field making direct 
contacts with feeders and selling them 
profitable feeding programs as well as 
the numerous products handled by the 
firm. The local paper is used regularly 
for sales copy on timely items. This is 
supplemented with regular releases of 
direct mail. 

“Selling,” explains Mr. Hornby, “is 
not effective if you don’t keep everlast- 
ingly after orders. The sales plan which 
starts with a big splash and stops sud- 
denly is practically a waste of money.” 

Operate Branch Stores 

Numerous branch stores are operated 
by the Hornby Co., and distribution to 
these units is centralized from New 
Brighton, the firm’s headquarters. 

“The branch store automatically puts 
the trucker out of business,’ Mr. Horn- 
by contends. “We can deliver to our 
branch stores in four and five ton lots 
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cheaper than the trucker can buy feeds 
and distribute them in half or ton lots. 
The trip of five tons practically repre- 
sents the same expense as the trip for 
one ton. The trip of five one-ton deliv- 
eries is more expensive to the trucker. 
In this manner he is practically elim- 
inated. 

The present firm started business 
back in 1900 when J. H. Hornby, father 
of Percy, now president and treasurer, 
organized the Quaker Milling Co. In 
1904, after the company had made 
rapid strides, the property was acquired 
by the Pennsylvania Railroad Co. and 
the mill machinery was dismantled and 
placed in operation by the T. G. White 
Cereal Co., Cedar Rapids, Ia. 

Outgrow New Quarters 

On May 4, 1904, Mr. Hornby and his 
two sons, Percy and Frank, purchased 
the mill property of the Douglas Co. 
Star Mills and operated the plant for 
a period of ten years as J. H. Hornby 
& Sons. Rapid growth necessitated 
larger quarters and in 1914 the proper- 
ties of the Logan & Strobridge Co. 
were bought. The Star Mills buildings 
and machinery were erected on the 
newly acquired property, which added 
warehouse space of 40,000 square feet. 

In 1920 the property was purchased 
by the W. E. Osborn Co., wholesale 
grocers, and a new partnership was 
formed by J. H. Hornby, Percy Horn- 
by and George E. Mitchell which began 
trading as the J. H. Hornby & Sons 
Co. The junior member, Frank B. 
Hornby, entered another line of busi- ° 
ness. 

A new site was purchased to house 
the new partnership. This property 
covered a half block but in 1925 due 
to changes made by the railroad com- 
pany, it was necessary to relocate. The 
new plant which now quarters the com- 
pany was then built and fully equipped 
with modern machinery. 

In 1932, following the death of the 
senior partner, J. H. Hornby, the 
present Hornby Co. was incorporated. 
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Economic interests of early American farmers 
were bounded, for the most part, by the limits 
of their immediate communities. Live stock and 
poultry were thought of simply in terms of com- 
munity needs. Feeding for maximum profits and 
results was unheard of. 


With the passing years this simple life became 
complicated. Live stock and poultry raising took 
on a commercial significance. Free grazing lands 
disappeared. Scientific minds turned to the 
problem of supplying scientifically mixed pre- 
pared feeds. 

The first feeding standard for farm animals 
was proposed in 1859. Since that time the ad- 
vance in feeding knowledge has been continuous 
and rapid. Today prepared feeds are provided for 
every feeding need in every section of the land. 


Allied Mills has ever been a leader in the de- 
velopment of the feeding science. That leader- 
ship is maintained today with an efficient 
organization and a trained, experienced per- 
sonnel. Allied Mills’ products represent the 
accumulation of sound feeding knowledge. 


This is the second of a series of adver~ 
tisements portraying the development 
of the feeding science. The first was 
entitled “‘The Pioneer” and appeared 
in the January issue of this publication. 


FEED HISTORY 


No.2 The Early Farmer. - 


ALLIED MILLS, INC. - Chicago, Illinois 


Manufacturers of Mixed Feeds and Processors of Soy Beans 


Mills: Peoria, Ill.; Fort Wayne, Ind.; East St. Louis, Ill.; Taylorville, Ill.; Omaha, Neb.; Buffalo, N. Y.; 
Portsmouth, 
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his Month In Your Feed Store 


e Live Tips To Help You Get More Business 


Snowbound 


When a blizzard puts a dead quiet 
on his business a northern Wisconsin 
dealer simply refuses to loaf. He gets 
busy on the telephone from morning 
until night and accumulates a large 
batch of orders for delivery when the 
roads are opened. Farmers are usually 
confined to the house and are at leisure 
during a snowbound spell, and the 


dealer finds them receptive to new busi- 
ness. This plan also gives him a jump 
on his competitors who often wait for 
better weather conditions to call on the 
trade. 


Footprints 
In order to direct attention to dis- 


plays of special offers of feed and other 
items inside of his store a Michigan 


TAKE FULL 
ADVANTAGE 


OF YOUR 


131011 


dealer dons an old pair of shoes and 
steps into a pool of black paint. Then 
he treads along the sidewalk into the 
store and directly to the display, leaving 
his footprints behind. Customers com- 
ing to the store are curious. They fol- 
low the tracks and pause face to face 
with the product the dealer is endeavor- 
ing to feature. Needless to say, many 
additional sales result from in- 
genious idea. 


Ground Hog 


A boy in a progressive dealer’s com- 
munity kept a woodchuck, commonly 
known as a ground hog, for a pet. The 
dealer readily drove a bargain with the 
youth whereby he was permitted to 
borrow the animal for several days dur- 
ing the month of February. He placed 
the woodchuck in his window along 
with a display of feeds. A large sign 
read: “Whether the Ground Hog Sees 
His Shadow or Not You Can Still 
Make Profits by Using Blank Feeds”. 
The display attracted unusual attention, 
amused prospective buyers and resulted 
in a large number of additional sales. 


Giant Loaf 


In an effort to try something different 
for a flour display in one of his win- 
dows an Eastern feed merchant went 
to the local bakery and asked the pro- 


ORDER 


Use it to earn CARLOT prices 
on Feeds and Mash Ingredients 


At this season, seeds are the order of the day. As a feed dealer, 
however, you have also other requirements. Take advantage of 
your seed purchases to earn lower prices and better freight rates 


on all items. Combine your current 
SUGGESTION needs into a mixed car from Northrup, 
for a Mixed Car 


King & Co. 
The following are typical of 

items included in mixed car 
shipments 


STERLING & NORTHLAND 
BRAND: 


| prietor to bake him an immense loaf. 
= The completed product, towering al- 
i @ most over the tops of the neatly ar- 


ranged sacks, attracted the attention of 
those who passed the store. Naturally, 
their attention was called to the brand 
of flour which the dealer handled and 
additional sales resulted. 


Seed Test 


In Illinois a dealer obtained proper 
equipment and offered to make free 
germination tests of all seeds brought 
to him by customers. When many of 
the farmers observed how poorly their 
samples tested they were easily induced 
to buy the dealer’s reliable brand in 
preference to using their own. And 
that was merry music on the cash regis- 
ter for Mr. Dealer! 


Largest Feet 


It all started when two farmers met 
in an Ohio dealer’s store and kidded 
each other about who had the largest 
feet. Just to have a little fun the dealer 
announced that he would award a half 
ton of feed to the person wearing the 
largest shoes in his territory. Finally 
the footwear of a modern Goliath turned 
up. He was awarded the prize without 


Sterling and Northland brand seeds 
and feeds are recognized throughout the 
territory as the highest quality obtain- 
able. Northrup, King & Co’s. reputa- 
tation of fifty years standing assures you 
also of the best in Balancers, Oil Meal, 
Meat Scraps, Corn, Oats, Oyster Shell— 


Chick Feed Grass Seeds 
Chick Mash Seed Grain 


: . . : placed in the dealer’s window with a 
Make Northrup, King & Co. display of feeds bringing up the rear. 
Mill Feeds Oil Meal of supply. Investigate carlot prices to- 


A photograph and a half column story 
y- in the local paper was the result. That 
was good advertising for the dealer. 


Misc. Supplies Alfalfa Meal 


Wholesale only 


NORTHRUP, KING & CO. 


Supply Headquarters for the Feed Merchant 
MINNEAPOLIS MINNESOTA 


SINCE 1884 


REMY KREBS, well-known sales- 
man for the Sunset Feed & Grain Co., 
Buffalo, N. Y., had a miraculous escape 
last month when the automobile which 
he was driving skidded and overturned 
on an icy road. Mr. Krebs crawled 
from the wreckage uninjured but badly 
shaken and is now making his usual 
rounds in another automobile. 
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customer. Unfortunately, it is not a case of “pigs is 
pigs” when you deal with people. Each customer must 
be studied to determine his own particular feelings and 
actions. Fortunately, there is nothing mysterious or difficult 
about the study of human nature—if you put your mind to it. 


You Must Like Him 

A salesman, calling on the farm trade, had tailed to make 
good. Come to find out, for some reason or other, he simply 
hated the sight of a farmer. It isn’t surprising, therefore, that 
he couldn’t sell them. His sole interest was in making the 
sale and getting his bonus. He didn’t care a thing about the 
needs of the farmer, nor how he could help him. Uncon- 
sciously, he gave the impression that he was trying to ex- 
ploit the prospective buyer. It doesn’t pay any one selling 
the farm trade to be an anti-farm grouch. The only way to 
sell farmers successfully—or any one else—is to be sufficiently 
interested in them that you want to do them good. 

The farmer isn’t much different from the rest of us—ex- 
cept as his particular environment affects his life just as our 
environment affects our thinking and acting. Modern pro- 
gressive farmers are fully as cultured as their city cousins. 
Many of them have attended agricultural schools or have sent 
boys and girls to such schools. They are reading widely as 
indicated by the study by O. S. Hamer, University of Iowa, of 
some 400 master farmers who gave most of the credit for at- 
taining this distinction to their reading. Mix with those farm- 
ers more; make a definite effort to see their problems from 
their standpoint; show an interest in them. Watch that you 
don’t get so wrapped up in yourself that you forget that this 
farmer is your customer and that your business is dependent 
upon his. When you feel a real thrill in helping him make 
life a little easier or a little more profitable, then you really 
like him—then you can really sell him. 

Some of the most successful men selling the farmers be- 
lieve so thoroughly in this policy that they have annual cus- 
tomer picnics. That’s good business, too—good advertising— 
and because those attending are going to do some talking 
about the value of the merchant’s products, it’s good sales- 
manship. 


Ti first part of any sale is the goods; second is the 


The Farmer’s Desires 

In some cases, the farmer knows exactly what he wants. 
He may come in to the store and ask definitely for Triple Z 
feeds, A. B. C. seeds or N. R. A. fertilizer, If that’s the line 
you stock, then selling him is merely giving him what he asks 
for. If you don’t stock that line, you have the task of selling 
him on the fact that the line you do handle will satisfy 
his fundamental desires—greater production and bigger pro- 
fits. 

A second group of farmers have what might be termed 
indefinite wants. Here’s a woman who is going into the 
chicken business and has hought 1,000 baby chicks. She comes 
into your store and wants feed. But what kind of feed? Does 
she want cracked corn and oat meal or a brand of commer- 
cial feed? Here’s a farmer who feels that maybe he isn’t 
getting quite the crop he should from his land. “Wonder if 
I ought to buy some fertilizer,” he thinks to himself, and 
then: “Wonder what kind of fertilizer”. In these cases, the 
dealer’s work is clearly set out for him. It is first, to sell 
the customer on the particular plan which will be most pro- 
fitable, and second, to show that his line of goods fits into 
that plan. 

A third group of farmers’ desires, are what may be known 
as occasional wants. Groceries, salt, feed, and to a lesser de- 
gree fertilizer and seed, represent regular wants. As soon as 
one supply is used up, another one is purchased. A tractor, 
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Merchandising Farm Supplies 


Chapter 2. Knowing the Farmer 
By F. Harvey Morse} 


on the other hand, represents only an occasional want—in spite 
of the fact that the farmer may actually want such a device 
for several years before buying one. “Do I need such a 
machine?” will be in his mind for some time before the ac- 
tual purchase is made. After the tractor is delivered, that de- 
sire ceases to exist, until such a time as it is pretty well 
worn, when he begins to wonder: “Guess I’ll need a new 
tractor soon”. It is the same way with a lighting plant, a 
water system, or a radio or a manure spreader. 

Properly planned store atmosphere plus good salesman- 
ship will turn many of those vague occasional wants into 
real immediate ones and early sales. It’s your job to show 
that NOW he needs a tractor or a lighting plant. 

A fourth type of desire is represented by impulsive buy- 
ers. A farmer comes in for a load of dairy feed and sees on 
display a new type of dog feed. He is interested because he 
thinks a lot of those two dogs he has out on the place, and 
he buys—not because he particularly wanted a dog feed when 
he went into the store but because, having seen it, his impulse 
moved him to buy it. Or, he may wander back into the 
grocery department and see some choice grape fruit, which 
he buys—on impulse. Or, over in the hardware side, he may 
see a display of hatchets and remember that his is just about 
“shot”—and buy another. 

Then there is the desire to “Keep up with the Joneses”, as 
it were—and most of us have a little streak of that in our 
make-up. A leading farmer in the community puts in a water 
plant. Immediately, a few neighbors hear of it and feel that 
they too must have such an outfit and so this game of “follow 
the leader” affords another opportunity for you to make a sale. 
Point out to hesitating customers that certain prominent 
leaders are already using your particular product. In many 
cases, that will be almost enough evidence to decide them 
to purchase. For instance, a Kentucky coal mine had been 
feeding a sweet feed but they didn’t like it. They decided 
to put their mules on corn and oats. A local feed dealer heard 
of their plan and went right over to see the purchasing agent. 
He told him that their chief competitor and other mines in 
the same section were feeding his suggested brand of horse 
and mule feed. “Well,” said the buyer, “if the Jones people 
are feeding your stuff, it must be O. K. Send me some.” 


Study Customer’s Chief Interest 


Your primary interest in making a sale is to make a 
profit but the farmer isn’t interested particularly that you 
should make a profit. He is interested particularly in getting 
certain things for himself—as pointed out in Chapter I. Sup- 
pose he is considering the purchase of a water or light plant. 
You know that his home life is extremely happy, that he 
is a pal to his children, that he wants his wife to have 
all the possible comforts. Build your sales talk on those 
things in which he is interested. Tell him about the con- 
veniences of a light plant, how it will lighten the work around 
the house through the use of electrical equipment, how it will 
give better light for reading—and don’t overlook mentioning 
the convenience to him—a light in the barn, power for running 
machinery, etc. Another farmer, on the other hand, has a 
strong mechanical inclination. He is interested in the con- 
struction of the machine, how it works and how long it will 
last. All right—talk to him along that line—utility, wearabil- 
ity, quality of workmanship, etc. 

So too with the livestock raiser. In trying to sell a com- 
mercial dairyman or a commercial poultryman, show him fig- 
ures indicating what he may expect in the way of extra pro- 
fits. If he is a breeder of fine show stock, “bear down” on 
condition and why your feed will keep up his animals. 
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Talkative type: A large number of your customers will be 
of this type. Working as they do much of the time, with lim- 
ited companionship on the farm, they like to make the most 
of their conversation when they get in to town and meet some 
one outside of their home circle. Obviously, it never pays to 
shut off such conversation abruptly. At the earliest moment, 
however, direct the conversation to the products you want 
to sell and try courteously to hold the talk to that subject. 

The prejudiced customer: All dealers have some of these 
customers on their lists. They won’t buy Triple Z feed be- 
cause it is just not worth the price. Why do they think that 
—well, perhaps they talked to some theorist who said that 
the feed was priced higher than the highest priced ingredient. 
Lower cost of production and higher profit is the only answer 
to such prejudical objections and the offer of a demonstration 
of your feed against that they are now feeding. 

Another prejudiced customer may have gotten that way 
because some neighbor had said that a particular brand of 
feed had killed his cows, or that he had lost money on it, or 
that a particular machine used too much gas. An investiga- 
tion of the neighbor’s story will be in order. Usually, it will 
be found that the real cause of the trouble has not been stated. 
Probably it is due to some negligence of his own but all of 
us hate to admit our own errors, so we do the easy thing of 
blaming the trouble on a product sold us by some one else. 
Sometimes, it is a real job to convince the prejudiced customer 
that he shouldn’t cut off his nose to spite his face—but it can 
be done. 

The know-it-all customer: This man may have read a little 
about fertilizers or feeds or he may even have attended an 
“ag” school and failed to learn the first thing for which 
teaching the school exists—the ability to think straight. He 
doesn’t ask you for advice as to what he ought to do or buy; 
far from it, he tells you—and at the same time points out all 
your mistakes in merchandising. The way to deal with this 
customer is to ask for his suggestions. Question him, lead 
him to admit the truth of certain fundamental principles of 
farm operations, to admit that a certain type of product fits 
into the scheme of things. Then show that yours is that pro- 
duct. 


Indiana Feed Dealers 


Honor Roll Plan 


vice president, and Ralph Johnson, Ar- 


It is important not to confuse this “know-it-all” customer 
with a positive customer, who may actually know exactly 
what he wants. The difference between the two is that the 
“know-it-all” man is usually unsound in his statements where- 
as the positive man knows what he is talking about. He is 
probably a leader in the community. 

The undecided customer: Sometimes this man is just a 
“shopper”. In the case of a purchase requiring a large ex- 
penditure, he may be looking around to see the different 
types of machines and to find out what they cost. It is well 
to appear to encourage this line of investigation but take 
extra pains then to show the value in your own line, and try 
to sell your product. Explain that you want to show exactly 
what you have so that he may be in a position to judge the 
real difference in value. Be rather positive in your statements 
to the undecided customer. Suggest the one thing best suited 
to him and concentrate on that. Don’t put up alternate pro- 
positions or you are apt to make him more undecided than 
he is. 

The quiet customer: The quiet type is often considered in- 
different or snobbish; maybe he is only shy. Be especially 
friendly to this customer; do your best to put him at ease. 
These same tactics should be practiced with foreign speak- 
ing customers who are naturally suspicious anyway. These 
people are very sensitive to slights but very appreciative of 
courtesies. They should be treated with every consideration. 
Their business and money are just as good as any one else’s. 


The cheap buyer is apt to complain lustily about the profits 
you and the manufacturer of the product are making. In 
order to convince customers who kick about retailers’ profits, 
some dealers of this writer’s acquaintance have actually shown 
them the manufacturer’s invoices, allowing them to see for 
themselves that the dealer profits aren’t exorbitant. If you 
handle a low priced line or if you have featured a special, 
concentrate your selling on those items. If you sell him, you 
have made one forward step in putting him on your cus- 
tomer list. Then you can gradually induce those customers, 
by the use of records and local demonstrations, to try your 
higher quality lines. Under no conditions laugh at the thrifti- 
ness or stinginess of this type of customer. 

Mr. McMillen has operated the Cen- 

Adopt tral Sugar Co., Decatur, Ind., near 
Fort Wayne, since his resignation from 

the presidency of Allied Mills, Inc. Re- 
cently this firm constructed a soybean 


plant which is operating as the Central 
Soya Co. 


DOPTING of a plan to curb 
A direct selling by manufacturers 
and wholesalers similar to the 
“Honor Roll” system which has 
been placed in operation by the Central 
Retail Feed association was given unani- 
mous approval at a meeting of the As- 
sociated Feed Dealers which was held 
at Plymouth, Ind., January 22. 
Ceaseless fire was directed against 
the transient trucker. All those present 
agreed that he was a nuisance to the 
dealer and that immediate steps should 
be taken to curb this type of competi- 
tion. Hope of relief was held out in a 
bill which is now before the Indiana 
legislature and which was read at the 
meeting. If it is passed, illegitimate coal 
business will be stopped and the mea- 
sure will go far in curbing the feed 
peddling business, it was pointed out. 
Manufacturers and wholesalers who 
sell to the transient trucker were round- 
ly condemned. 


Plans for a _ statewide membership 
campaign were discussed and co- 
operation of present members and al- 
lied trade salesmen was pledged for 
the drive. The fee for joining the as- 
sociation was temporarily set at $1.00. 

Officers elected at the meeting were 
Maurice Campbell, Plymouth, presi- 
dent; W. Straus, North Manchester, 
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gos, secretary-treesurer. Albert Straus, 
Royal Center; Jacob Wagner, Monte- 
rey; William Steeb, Crown Point; J. H. 
Martin, New Paris, and Herbert Fry, 
Bourbon, were chosen as directors. 
Mr. Johnson, secretary, expressed the 
hope that the “Honor Roll” idea now 
supported by the Central Retail Feed 
association and the Associated Feed 
Dealers would be the nucleus for a far- 
reaching movement. He urged that 
various associations cooperate in com- 
batting the direct selling and transient 
trucking competition to obliterate these 
two evils from the entire industry. 


McMillen Again Heads 
Feed Company 


D. W. McMillen, formerly president, 
Allied Mills, Inc., who retired about 
two years ago to enter the sugar busi- 
ness, is again active in the feed manu- 
facturing industry. He has organized 
the McMillen Feed Mills, Inc., with 
headquarters at Fort Wayne, Ind. 

Associated with Mr. McMillen who is 
to be president of the new concern, 
are H. C. Offut and Robert P. O’Brien. 
The firm will specialize in furnishing 
concentrates to local dealers and mix- 
ers, it is announced. 
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“We now find ourselves with mater- 
ials from these operations, such as beet 
pulp, molasses and soybean meal which 
fit admirably into the present day feed 
set-up,” he said in commenting on the 
organizing of the new company. 

Mr. McMillen is widely known in 
the feed industry. He served two terms 
as president of the American Feed 
ens association in 1929 and 

30. 


MICHIGAN 

G. W. Deneau, who has operated a 
feed and seed business in Pontiac for 
the past 18 years, has moved into new 
and larger quarters. 

Ellsworth Farmers Exchange, Ells- 
worth, has purchased the feed business 
of Klooster & Co., Atwood, and will 
start a branch warehouse there with 
John Kooyer in charge. 


G. T. Bursley Co., Springport, have 
announced that they will retire from 
the elevator business in Michigan and 
have discontinued their plants at 
Springport and Onondaga. 

A. L. Litzner has opened a flour mil} 
at Allenville. 


A. K. Zinn & Co., Battle Creek, has 
completed the construction of its new 
warehouse which is now in operation. 
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MOST 
VALUABLE 


N°? feed ingredient is more important from the standpoint of protein 

value than dry skim milk. It ranks highest in biological value—the 
portion of the digested protein that can actually be turned into body pro- 
teins in the growing bird or animal—highest of all animal or cereal protein 
sources. 


The natural mixture of proteins as found in dry skim milk has been defi- 
nitely proven to be of greater value than the individual milk protein con- 
stituents. It is this distinctive, “natural” characteristic of this leading milk 
product that makes it superior. 


Not alone does it supply the natural complete high quality milk proteins 
but the natural concentration of vitamins and of milk sugars, the unchanged 
milk minerals and the natural sweetness of the pure, fresh skimmed milk 


from which it is made. Remember, high grade dry skim milk is never neu- 
tralized—nothing added, nothing removed but the fat and water. 


Mea: Members of this Institute, responsible manufacturers of 
a high grade dry skim milk, are conveniently located near 
USE AT LEAST 
10% in Chick Starter 
7i% in Growing Mash 
5% in Egg Mash 
10% in MashtorHighQuality Eggs 
10% in Mash for Hatching Eggs 
10% in Poultry Fattening Mash 
40% in Coccidiosis Control Mash 
25% in Calf Meal | A 0. 
102 in Pig Meal 


you and adequately equipped to insure a dependable supply. 
| We invite you to consult our Feed Service Department on 


any milk feeding problem. 


AMERICAN DRY MILK INSTITUTE, Inc. 


Dept. 52—221 N. LA SALLE STREET—CHICAGO, ILL. 
Get MILK RESULTS 
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You Lt HEAR THAT QUESTION asked by poultry folks over your phone 
repeatedly this spring. It'll be asked you inside and outside your store. You'll hear 

it on the highways and in the backyards. Everywhere and anywhere you meet 
poultry folks you’ll be bound to hear the question, “Do you have Purina Startena?” 
Perhaps there are 101 reasons why, but here are the five important ones to you: 


1. The nation is swinging to poultry again. 3. 


Shortage in poultry population ... good egg 


prices... strong chick demand...all go to 4. 


make 1935 an opportunity year for poultry 
raisers. 

2. Poultry folks want results and Startena has 
the reputation of filling the bill. 


No getting around it, right now is your biggest busi- 
ness opportunity in five years to do something definite 
in rounding up new customers and stepping up 
your profits. And, remember, you'll have a decided 
edge on competition if you’re in position to say “Yes” 
when poultry folks all around you begin asking, 
“Do you have Purina Startena?”’ Your place will be 
poultry feed headquarters and a beehive of business 
activity. Why not call in the Purina man right now! 


PURINA MILLS 
923 Checkerboard Square, St. Louis, Mo. 


Purina Startena is the country’s best known 
chick feed. 


The most widely advertised and merchan- 
dised chick feed this season will be Purina 
Startena. 


. Purina Startena is backed by a national organ- 


ization that has set the pace for more than 
40 years. 
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Buck 


Shots 


Tramping the Deer Trails With Feed Men 


Eats Came First 


J. A. Gardner, Moscow, Pa., tracked 
down a nice eight prong buck while 
hunting near Daleville, Pa., December 
3. The deer was running but he took 
two shots with his 300 Savage, missed 
both, heard the dinner bell ringing so 
went back to camp. The buck circled 
about and waited until Gardner re- 
turned after eating, when a fourth shot 
did the trick. The deer weighed 153 
pounds dressed. We don’t know what 
Gardner weighs but would judge that 
the folks of Moscow (U. S. A. at least) 
must never miss their groceries. 


Was It A Trade 


Colby Porter, Fox Lake, Wis. seri- 
ously tells the story of how one of his 
partners lost $15.00 in the woods while 
they were hunting near Little Bohemia, 
Wis., the resort which Dillinger made 
famous. The next day Porter, with 
two companions, went hunting for the 
$15.00 and returned with a four prong 
buck. He explains that he was the 
only one of the party carrying a rifle 
at the time they came upon the deer. 
The money was never recovered and 
such hunters as S. G. Sorenson, Tomah, 
Wis., and L. W. Herrewig, Hustler, 
Wis., who know Colby, have been in- 
considerate enough to suggest that per- 
haps the native who found the money 
left the buck hanging in its place. 


He Never Misses 


H. A. Sebring, Gouldsboro, Pa., ad- 
mits he’s “been very lucky in deer 
hunting, having killed about 15 bucks 
and only missed one” but it took three 
shots with his 35 Remington to get 
his buck this year. Sebring was hunt- 
ing in the Pocono mountains near his 
home town and the lucky day was De- 
cember 5. The buck weighed 180 pounds 
dressed and had eight points. 


A Fast Worker 


No deer ever had a chance with Le- 
Roy L. LaBudde, Milwaukee, Wis., and 
so it was only natural that without 
wasting any time he made his kill 
within five minutes after the opening of 
the hunting season November 24. The 
buck had ten points and weighed 171 
pounds so the folks hunting with him 
at Camp McKinley, near Boulder Junc- 
tion, Wis., called him “Big Buck La 
Bucky”, although he modestly claimed 
that he should be known as “Dead Eye 
Roy”. His story is that the buck was 
traveling at 220 miles per hour but 
was stopped with a first shot through 
the heart. Eye witnesses relate that 
the buck lumbered through the brush 
and almost rooted LaBudde in the be- 
hind before he knew of its presence. It 
is also reliably reported that Roy used 


a Winchester 35 automatic for which 
he had purchased an extra clip before 
leaving Milwaukee and that he was 
Lorrowing shells from everybody in 
camp before the end of the hunting 
season. 


On The Jump 


Charles Pollow, Cedarburg, Wis., shot 
a four point 175 pound buck as he was 
jumping over a large windfall the first 
day of the hunting season in the north- 
ern part of Langlade county, Wis. Pol- 
low fired only one shot using his fa- 
vorite Marlin so the folks are saying 
that he allowed as little profit to the 
so-called “war barons” as he does to 
the feed manufacturers and wholesalers 
with whom he regularly does business. 
A close buyer is Charlie and he has a 
thriving business. 


From Dillinger’s Room 


When Dillinger jumped from _ the 
window of his room at Little Bohemia, 
Vilas county, Wis., one eventful day 
two summers ago it was to escape the 
federal officers but there was no escape 
for the deer as pursued by Louis P. 
Nett, Peebles, Wis., who slept in that 
room during the past hunting season. 
Nett is a gun man by instinct as may 
be gathered from his own description 
of how he made his kill: “When I sees 
a deer—I ups—one shot—right through 
the heart.” He used a 30-30 and the 
buck which had eight points weighed 
174 pounds. 


No Mexican Athlete 


An admittedly truthful man is C. R. 
Marks, North Milwaukee, Wis., who 
gets the credit for two of the bucks 
brought home by his party which 
hunted near Boulder Junction, Wis. His 
deers had 16 points and weighed 276 
pounds when dressed. The buck he 
tells about was killed while running 
through a clearing at a distance of 150 
yards with the second shot from a 
30-30 Winchester. The one he doesn’t 
tell about came limping along on three 
legs and may even have fallen down 
in front of him. 


My Honor’’ 


Paul Gebert, Jr., Merrill, Wis., went 
hunting at Houck’s resort on Big Lake, 
Vilas county, Wis.—where everybody 
goes. He started out early from camp 
the first day of the season and hadn’t 
travelled more than a quarter mile be- 
fore innumerable shots trom over-en- 
thusiastic hunters began whistling by 
breaking twigs overhead and on both 
sides of him. Gebert fell to the ground 
and attempted to crawl back to camp 
as the barrage continued throughout the 
day. His sense of direction was wrong 
under the circumstances and about the 
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A permanent Buck Shots Club for all 
hunters in the feed trade is now being or- 
anized. If you are interested write The 
eed Bag for further information. There 
are no dues. The author of the best story 
sgenerne on this page, as selected by vote 
of the members of the club, will be the ‘‘Big 
Shot”’ of the organization during the en- 
suing year. 


middle of the day he looked up and saw 
a sign: “Wild Life Refuge—Wisconsin 
Censervation Commission’. “A few 
yards farther,” he thought, “and I’ll be 
safe.” The next thing he remembers is 
waking up about dusk to see a five 
point, 135 pound buck grazing nearby. 
He staggered to his feet and his hunt 
ended successfully with one shot from 
his 30-30. 


What-A-Man La Fleur 


Next season we expect to hear from 
C. J. LaFleur to the effect that he stood 
on the top of his home in Waverly, N. 
Y., short wave radio receiver to his 
ear, compass set and gun in hand— 
while his guide is trailing a buck in 
northern Maine. The buck stops, C. J. 
gets his directions via radio, one shot— 
a perfect kill. LaFleur uses a Savage 
30-06 Super Sporter. Two seasons ago 
he killed an eight point, 182 pound buck 
with a single shot across a lake at a 
distance which he describes as a “good 
half mile” while hunting in the Adiron- 
dacks. This last season he returned 
from King of Bartlett camp in Maine 
with one buck, two bear, one wolf and 
one wildcat. The buck—a large one, 
of course—was shot through heavy tim- 
ber at a distance which he describes as 
a “good quarter mile”. The trick was 
done with one shot down a natural 
path as the deer jumped across this 
fortunate and clear opening through the 
timber. 


A Burlington Liar 


Walter F. Uebele, Burlington, Wis.— 
home of the World’s Liars club—sub- 
mits this story of his recent deer hunt- 
ing trip. “Another fellow scared him 
up,” he says, “but when the deer went 
by my stand I grabbed him by the tail 
with my left hand. He was going so 
fast that I ran a quarter mile before I 
could get my other hand on his tail 
but when I did I twisted his tail until 
I had him lying on his back. ‘Then I 
let go quick and grabbed his hind legs, 
pulled them together, got a_ scissors 
hold on them with my own legs, dove 
head first between his threshing front 
legs—and cut his throat!” .Uebele fur- 
ther explains that the buck had 
7,463% prongs on its antlers and meas- 
ured 63 feet 7 1/10 inches between the 
eyes. There were no witnesses. 
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Carefully Sifted for Feed Dealer Consumption 


CORNHAY WEAKLY NEWS 

Sam Strick, doorman for the local 
Owl’s Club rolled down two flights of 
stairs last Tuesday. The manager 
warned him not to do it again lest the 
townsfolk got the idea that he was a 
member. 

When absent-minded Ezra Beek was 
informed by the doctor that the stork 
kad brought him a new baby boy, he 
told doc not to tell anyone else as he 
wanted to surprise his wife. 

Joshua Blinks is now reposing in the 
miuseum at New York, his remains hav- 
ing been recovered and sent there after 
he tried out the new ski jump erected 
in Cornhay last week. 


WHOLESALE LOVE 

Father: “You are going to marry that 
insignificant little fellow! Why, you 
always said you would never marry a 
man less than six feet tall.” 

Daughter: “Oh, I know, dad. But I 
decided to take off 20 per cent for cash.” 

* * * 


SHE’S A GENIUS 
Isn’t it peculiar that a woman can 
spot a blonde hair on your coat at ten 
paces but can’t see a pair of garage 
doors? 


WAGES OF SIN ; 

Minister: “Rastus, don’t you know it’s 
wrong to play cards on the Sabbath?” 

Rastus: “Yassuh, and believe me Ah’s 
payin’ for my sins.” 

* * * 
YOU CAN’T WIN 

Wife: “Man is like a worm.” 

Dealer: “Where do you get that 
idea?” 

Wife: “He crawls around until some 
chicken picks him up.” 

FOUND 

“Lady’s purse left in my car while 
parked. Owner can have same by pay- 
ing for this ad. If she will explain to 
my wife how the purse got there, I 
will pay for the ad myself.” 

* 
YOU’LL PASS 

Teacher: “Johnny, can you define 
nonsense?” 

Dealer’s Son: “Yes, teacher, an ele- 
phant hanging over a cliff with his tail 
tied to a daisy.” 


UNDER OATH 
Judge (in dentist’s chair): “Do you 
swear you will pull the tooth, the whole 
tooth and nothing but the tooth?” 


SPEEDY JUSTICE 
Constable: “Sorry, but you'll have to 
- summoned for driving 50 miles an 
nour.” 


Motorist: “Couldn’t you charge me 


with driving at 80, officer? I want 
to sell the car and it would put the 
price up.” 
* * * 
HEAVY DATE 

Joe: “That was some party you held 
last night.” 

Bill: “I'll say. She weighed 210 
pounds.” 


* * 


FINIS 

Dealer: “What became of the hired 
man you got from the city?” 

Farmer: “Oh, he used to be a chauf- 
feur and the idiot crawled under a mule 
to see why it wouldn’t go.” 


PERFECT CRIME 
Farmer: “Someone stole three sets of 
harness from my barn.” 
Sheriff: “Did the thief leave any 
traces?” 
Farmer: “No, he took those too.” 
* * * 


HE FOUND OUT 
John: “Before I was married I said 
I would be the boss or know the rea- 
son why.” 
Frank: “And now?” 
John: “I know the reason why.” 
* 
NO PARTIALITY 
Professor: “Your son has a great 
thirst for knowledge. Where does he 
get it?” 
Mother: “He gets the knowledge 
from me and the thirst from his father.” 


4201 S. Ashland Ave. 


DARLING’S MEAT SCRAPS, the standard in poultry feeding for many years, 


meet every requirement for dairy and beef cattle feeding. Let DARLING give you 
full particulars on this new and profitable field for dealers. 


DARLING & COMPANY 
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Now! Animal Proteins 
For Cattle Feeding 


Recent feeding tests conducted by 
leading agricultural experiment stations 
proved that dry rendered tankage, 
often known as meat scraps, is an ideal 
protein supplement when fed to dairy 
and beef cattle. The price compares 
favorably with vegetable proteins and 
actual tests reveal excellent results. 


CHICAGO, ILLINOIS 
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Lionel True 


This is the second of a series off articles 
which Mr. True, James H. Gray Milling Co., 
Springville, N. Y.,ja practical accountant and 
feed man, is writing exclusively for The Feed 
Bag. It will pay you to follow and adopt 
the bookkeeping methods which he explains. 


HETHER we are dealing with 
VW a retail, wholesale or manufac- 

turing business, the principles 

of accounting involved in each 
are identical. They resolve themselves 
into the sorting out of similar transac- 
tions in a day’s business and in group- 
ing them to secure daily totals for each 
classification, the daily totals being 
carried forward to monthly totals and 
so on to yearly totals. The account- 
ing periods, therefore, are the day, the 
month and the year, totals for each 
class of transaction being obtained for 
each of these three periods. 


Record of Transactions 


Before we can set up or start a new 
bookkeeping system, it is necessary to 
determine just what transactions are in- 
volved in our business, how many, and 
what accounts we need to give us the 
desired information about our opera- 
tions. However large or small our busi- 
ness, or whatever the nature of it, the 
necessary accounts in our system will 
come under two general headings, (1) 
the asset and liability accounts, which 
make up the balance sheet, and (2) the 
income and expense accounts from 
which the income and expense state- 
ment is made. i 

The first group shows us what we 
own and what we owe,—the physical 
assets and liabilities. The second group 
is composed of the operating accounts 
and discloses the profit making factors. 

Each of these two groups is split 
again, the first being divided into asset 
accounts and liability accounts, the 
second into income accounts and ex- 
pense accounts. 


It is for each one to determine the 
number and kind of accounts which 
fit his business. If a new system is 
being installed, the first step is to take 
a complete inventory of the business, 
as of some definite starting date. This 
inventory should include in detail all 
of the assets and all of the liabilities 
and should be made up into a balance 
sheet similar to that shown in the Janu- 


Modern Accounting 
For Feed Merchants 


By Lionel True 


ary article of this series. The items in 
our opening balance sheet will be the 
first group of accounts in our “General 
Ledger,” which is the first and most 
important of the three books of ac- 
counts required in our system. 
General Ledger Accounts 


Each account has a sheet of its own 
in the general ledger, and the opening 
entries to these are those listed in our 
opening balance sheet. ‘This gives us 
the first group of general ledger ac- 
counts, the assets and liabilities. 

Before going further, I feel that it is 
necessary to explain the “debit” and 
“credit” factors in accounting and give 
some rule which will govern us in de- 
termining the correct methods for mak- 
ing entries. 

In considering assets and _ liabilities, 
the assets are debits and the liabilities 
and net worth, credits. Each transac- 
tion most have two values, debit and 
credit. If a cash sale is made, we re- 
ceive cash, and give out merchandise, 
thus increasing our cash balance and 
reducing our merchandise _ balance. 
Hence the cash account is debited by 
the amount of cash received, and, simi- 
larly, the merchandise account (or sales) 
is credited for this same amount. If 
we purchase merchandise, the merch- 
andise account is increased and the cash 
reduced. Thus the merchandise account 
(purchases) is debited, and the cash 
account credited. The assets always 
equal the liabilities (net worth is a 
liability) and the debit transactions al- 
ways equal the credit transactions. This 
fact is important in proving the ac- 
curacy of our work throughout our 
books. 

Net Worth a Liability 

Perhaps a word of explanation might 
be in order as to why “net worth” is 
considered as a liability or credit ac- 
count. Let us consider for a moment 
that we are viewing the balance sheet 
of a corporation rather than that of a 
private individual. We find there listed 
the assets owned by the corporation 
and various debts or liabilities to banks 
or others. Next we discover capital 
stock and surplus, also as a liability. 
The amount of the capital stock and 
surplus represents what the business 
owes to the stockholders. In the same 
mianner, “net worth” represents the 
amount that your business owes to you; 
thus it is a liability. 

We now come to the determination 
of just what operating, or income and 
expense accounts we shall place in the 
second group of cur general ledger ac- 
counts. 

This, again, must be ior each of us 
to decide. The list of accounts shown 
in last month’s “Income and Expense” 
statement is comparatively standard and 
will probably cover the requirements of 
most retail feed establishments, but 
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there may be items in which some are 
interested in seeing the detail, which 
were not included in last month’s list. 
Expense items may also have been 
listed which form so small a part of 
some enterprises as to be negligible, 
and these might be made a part of mis- 
cellaneous expenses. 

Just a word of caution here, how- 
ever. We must not over work miscel- 
laneous expenses. Let us have enough 
diversification in our list of expense ac- 
counts so that the items which are 
charged as “miscellaneous” will not 
comprise more than 4 or 5 per cent 
of all expenses. 

Income and expense accounts, like 
asset and liability accounts, have their 
debit and credit values. Income, from 
whatever source, is invariably a credit 
and expense a debit. Sales have two 
factors. First, they represent, as stated 
above, a reduction in the merchan- 
dise account and secondly, that part of 
the sale price of a unit of merchandise 
which is greater than the cost price of 
that unit is gross profit or income. We 
make no attempt, however, to divide 
sales into these two parts until the end 
of the month or year, whichever period 
we decide to take to make the analysis 
of our business. 

To summarize, the setting up of our 
general ledger accounts, will take on 
somewhat of the following order: 


ASSET ACCOUNTS 


Account 
Number Title 
101 Cash on Hand 
102 Cash in Banks 
201 Customers’ Accounts Receivable 
202 Notes Receivable 
202-A Reserve for Doubtful Accounts 
301 Inventory—Beginning of Period 
301-A Purchases 
301-B Cost of Sales—Suspense 
401 Mortgages Receivable 
402 Stocks in Domestic Corporations 
501 Land 
502 Buildings 
502-A Reserve for Depreciation—Build- 
ings 
503 Machinery and Equipment 
503-A Reserve for Depreciation—Ma- 
chinery and Equipment 
504 Autos and Trucks 
504-A Reserve for Depreciation—Autos 
and Trucks 
505 Furniture and Fixtures 
505-A Reserve for Depreciation—Fur- 
niture and Fixtures 
LIABILITY ACCOUNTS 
1001 Notes Payable to Banks 
1602 Notes Payable to Individuals 
1101 Mortgages Payable to Banks 
1102 Mortgages Payable to Individ- 
uals 
1201 Net Worth 
INCOME ACCOUNTS 
2001 Gross Sales 
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2001-A Discounts Allowed 

2001-B Cost of Goods Sold 

2002 Income from Interest 

2003 Income from Dividends 

2004 Losses from Poor Accounts 
EXPENSE ACCOUNTS 

3001 Salary of Owner 

3002 Wages of Employees 

3010 Power, Heat, Water, etc. 

3012 Supplies 

3015 Delivery and Trucking Expenses 

3018 Repairs to Buildings, Machin- 

ery, etc. 

3020 Depreciation 

3025 Interest 

3026 Taxes 

3028 Insurance 

3035 Telephone and Telegraph 

3036 Postage 

3038 Stationery and Office Supplies 

3040 Advertising 

3045 Traveling Expenses 

3046 Cash Shortage 

3047 Dues, Subscriptions, Code Ad- 

ministration, etc. 
3048 Legal and Professional 
3050 Miscellaneous Expenses 


When it has been determined just 
what accounts we wish to use in our 
system, a “chart of accounts” should be 
composed and typed as an index to 
the general ledger. 

Numbering of Accounts 


The account numbers and method of 
numbering have a definite purpose. 
They are used to indicate the general 
ledger accounts to which various items 
are to be posted from other records. 
The persons in charge of our books will 
quickly become familiar with these 
numbers and their meaning. Beginning 
with the asset accounts, we will note 
that the numbers are all in the hun- 
dreds, from one to ten. This fact alone 
identifies these as asset accounts in your 
records. The liability accounts follow 
with identification numbers from ten to 
2,000; the income accounts next, 2,000 
to 3,000 and the expense accounts carry 
their numbers in the thirty hundreds. 

I come now to the explanation of 
what I consider the most difficult part 
of this system to understand, that is the 
handling in the general ledger of the 
merchandise accounts involving inven- 
tory, purchases and sales, and their two 
related accounts, “cost of sales’ and 
“cost of sales suspense.” 

I vividly recall the occasion when, in 
the process of learning to keep my first 
set of books, designed to produce a 
monthly statement, I came in contact 
with these two accounts. While I knew 
how to make the correct entries to 
them, I did not understand the reason- 
ing underlying the entries nor compre- 
hend the significance of them. I sought 
out a friend, a certified public account- 
ant, for the explanation which eluded 
me. He assured me that the reasons 
were too involved to state and that in 
time the use of these two accounts and 
their meaning would gradually dawn 
upon me. 

Whether he avoided making the 
matter clear because of inability to do 
so or because of a fear of disclosing 
some trade secret I never knew. At 
any rate, in attempting to set forth the 
workings of these merchandise accounts, 
and give the explanation that was re- 
fused me so many years ago, I am 
embarking upon a difficult undertaking 
and one which I trust the reader will 
believe is approached with a proper 
sense of humility. 
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SHEET NO 1 


ACCOUNT SALES 
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ACCOUNT NO. 2001 


OaTEe BALANCE 
19-35- MEMORANDUM RErEREnce cesits CREDITS 
ACCOUNT COST OF GOODS SOLD 
OaTEe BALANCE 
L 


The above reproduction of actual ledger sheets shows the various opening entries 


which go to make up the general ledger. 


The correct treatment of these two 
accounts, cost of sales and cost of sales 
suspense, will yield monthly figures on 
the current inventory and gross profit 
beth of which are necessary to the mak- 
ing of an income and expense state- 
ment. 

The accounts involved are, as shown 
in the chart of accounts herein sug- 
gested, No. 301, Inventory at Begin- 
ning of Period, No. 301-A, Purchases, 
and No. 301-B, Cost of Sales Suspense, 
the combination of which discloses the 
inventory at the end of each month; 
and No. 2,001, Gross Sales, No. 2,001-A, 
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Discounts Allowed and 2,001-B, Cost of 
Goods Sold, the combination of these 
disclosing the gross profit. 


In the managing of these accounts, 
three things are matters of record, in- 
cluding inventory at the beginning of 
the period as shown by the balance in 
account No. 301; purchases, the balance 
in account No. 301-A, and sales as dis- 
closed by account No. 2,001. The two 
unknown factors are cost of goods sold 
and inventory at the end of the period. 
Proceeding on the assumption that we 
do not wish to take a physical inven- 
tory at the end of each month, we will 
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estimate the inventory by the method 
of using a fixed average percentage of 
gross profit, determined on the basis 
of experience of previous years and our 
opinion as to how the percentage for 
the current year is comparing with the 
past. Let us say, for example, that 
sales for the current month were 
$10,000 and we estimate gross profit in 
these sales to be at the rate of 20 per 
cent. In this case, 80 per cent of the 
sales, or $8,000, is the cost of goods 
sold. Let us suppose, further, that the 
inventory at the beginning of the period 
is $20,000, and the purchases for the 
month $9,000. The entries will be as 
follows: 


Debit Credit 
Account No. 301-A 
$9,000.00 
Account No. 2,001 
$10,000.00 
Account No. 301-B 
Cost of Sales- 
8,000.00 
Account No. 2,001-B 
Cost of Goods 
8,000.00 


The closing balances on our five mer- 
chandise accounts would appear thus: 
Debit Credit 

Acc’t. No. 301 In- 

ventory at Be- 

ginning of Peri- 

$20,000.00 

Acc’t. No. 301-A 
Purchases... 
Acc’t. No. 301-B 
Cost of Sales- 
Suspense............. 
Acc’t No. 2,001 Sales 
Acc’t. No. 2,001-B 


9,000.00 


$ 8,000.00 
10,000.00 


Cost of Goods 
Sold 8,000.00 
These five general ledger accounts, 
complete with entries as herein outlined, 
are reproduced with this article. 
Analysis of these accounts shows that 
the inventory at this point—the close 
of the month—is $21,000, being the sum 
of the inventory at the beginning of 
the period, plus the purchases, less the 
cost of sales suspense. The gross profit 
for the period is $2,000, the sales less 
the cost of goods sold. Thus, the three 
asset accounts show the correct clos- 
ing inventory, and the income accounts, 
the true gross profit. 


Cost of Goods Sold 

At the close of the annual, or semi- 
annual period, when an actual closing 
inventory is taken, the unknown factor 
then becomes “cost of goods sold,” 
which, up to this time, has been esti- 
mated. With an actual inventory, how- 
ever, we have the necessary and exact 
figures to arrive at the true cost of 
goods sold, rather than the estimate 
used in previous periods. We simply 
add inventory at the beginning of the 
period to purchases and subtract from 
the sum the actual inventory, the result 
being the correct cost of goods sold. 

One might ask, “Why mightn’t we 
use the difference between sales and 
purchases as gross profit?’ We might 
do just that, if it were not for the fact 
that the units of merchandise purchased 
during any period, seldom equal exactly 
the units sold for the same period. In 
the case illustrated, it will be noticed 
that the purchases were $9,000, while 
the cost price of the goods sold during 
that time was only $8,000, thus caus- 


ing an increase of $1,000 in the in- 


ventory. The correct gross profit is 
$2,000, whereas the difference between 
the sales and purchases is only $1,000. 

It will be noted that account No. 
301-B, Cost of Sales Suspense, part of 
the asset group, shows a credit entry 
and balance, and that account No. 
2001-B, Cost of Goods Sold, a part of 
the income group, shows a debit entry 
and balance. These serve to bring the 
rest of the accounts in their groups into 
correct proportions. If it were not for 
the $8,000 credit entry to account No. 
301-B, the total of 301, Inventory at 
Beginning of Period, plus 301-A, Pur- 
chases, would be $29,000. This figure, 
obviously, would mean nothing. It 
would be neither a closing inventory, 
nor a total of purchases. The credit 
entry of $8,000, taken into considera- 
tion, however, brings the group to a 
definite conclusion, the closing inven- 
tory. Similarly, it can be seen that 
gross sales cannot be considered as 
profit but, when reduced by the sum 
representing the cost of the goods 
which were sold, we do have a figure 
of some consequence, gross profit or 
income. 

Entries are made in the general 
ledger accounts only at the end of each 
month, and these entries represent the 
accumulation of the whole month’s 
transactions. The manner of accumu- 
lating the monthly totals of the various 
transactions will be explained in the 
March issue of The Feed Bag. 


LEWIS J. ROHDE feed store, Dan- 
bury, Conn., has completed the con- 
struction of a new grain warehouse 
with a capacity of seven carloads. 


It’s true Your Customers 


he manure spreader is a 

necessary machine on 
every farm. Thousands of 
them are now completely worn 
out. There are nearly 400,000 
NEW IDEA Spreaders in use. 
Farmers know their quality. 


he old wood wheel farm 
wagon is now out of the 


picture. Farmers are taking 
to the NEW IDEA All Steel 
Wagon. Handier, runs easier 
and costs less. A real volume 
producer for the dealer. 


You are witnessing a revival 


of buying power among 
your farmer customers. Let 
us explain how you can make 
that revival mean more in 
the way of legitimate profits 
for your business. 


For nearly fifteen years, 
sales emphasis in the im- 
plement business was cen- 
tered on tractor tools. Al- 
though certain pieces of 
horse drawn farm equipment 
are almost universally neces- 
sary, farmers bought few 
such machines. 


Now that buying has re- 
turned, this accumulated 
demand is breaking forth. 
Nearly every farmer is in 
the market for one or more 


THE NEW IDEA SPREADER CO. 


pieces of horse drawn equip- 
ment. Feed and grain dealers 
who sell to farmers are find- 
ing it highly profitable to 
take on some of the high 
grade special machines man- 
ufactured by NEW IDEA. 
These items are readily sal- 
able, carry exceptional pro- 
fits and involve little or no 
service work. 


We picture two such mach- 
ines in this advertisment. If 
you would like to investigate 
the profit possibilities they 
hold for you—and if there is 
noactive NEW IDEA dealer 
already in your town—write 
us at once. We shall be 
gladto put you in possession 
of the facts. 


Dept. 70, Coldwater, Ohio 


Factories at COLDWATER, OHIO and SANDWICH, ILLINOIS 


Manufacturers of:— Manure Spreaders, Corn Pickers, Transplanters, 
Husker-Shredders, Steel Farm Wagons, Lime Spreaders, Portable 
Elevators, Hand and Power Corn Shellers, Hay Loaders, Side Deliver 
Rakes, Gasoline Engines, Feed Mixers. 


THE FEED BAG—FEBRUARY, 1935 


Page Twenty-three 


| 
| 
KY 
Rees 
AS 
< = 
SERVICE 


WISCONSIN 


CHICK STARTER MASH 


BIGGER SALES 
BETTER RESULTS 
Year after Year 


Northern Milling Co. 


Feed Manufacturers Since 1883 
WAUSAU, = WISCONSIN 


STANLEY’S 
CROW REPELLENT 


THE STANDARD FOR OVER 20 YEARS 


Protects the farmers corn crop from Crows, Pheasants, Black- 
birds, Larks and all other corn-pulling, birds and animal 
pests such as Moles, Gophers, Woodchucks, Squirrels, etc. 


LIST PRICES 


(1 Quart) Enough for $1.7 5 


STANLEY S 4 bushels of seed. 


“sg (1 Pint) Enough for 1.00 


2 bushels of’ seed. 

Pint) En 
orn 

Manufactured only by 
The Cedar Hill Formulae Co. 


FROM YOUR JOBBER OR 
P. O. Box 1129G New Britain, Conn. 


DIRECT FROM US. 
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SARDILENE 


Solve the vitamin D problem—lower 
your Production costs—satisfy customers with SarDilene 
mixed mashes. Pioneering the field with the¥original 
sardine oil for poultry feeding SarDilene continues to 
pioneer in new discoveries and newly perfected—rigidly 
controlled processes. Tested by Colleges, Experiment 
Stations, large feed manufacturers and commercial 


poultrymen it is preved—gives more vitamin D per 
dollar. 


=——<—> Ample Amounts of Vitamin A 


In addition to carrying ample amounts of vitamin A, 
SarDilene is specially treated to stabilize its vitamin 
A content in mixed feeds. It improves texture and 
color of plumage—produces growth and condition. 


=——> An Edible Fish Product 


| Manufactured from edible fish under rigid sanitary 

conditions SarDilene is absolutely pure—extremely low 
|] in free fatty acid. All SarDilene is biologically tested 
Iii on chicks and proven on the basis of 4 of 1% in the 
| 8-week Wisconsin Rachitic Ration. 


Cash in on our advertising campaign in leading 
ay journals. Satisfy your customers with 

Dilene in your mashes. Write for information 
and literature. 


Dept.—I Farley Bidg., CLEVELAND 
110 Market St., SAN FRANCISCO, CALIF. 


F. E. BOOTH COMPANY, Inc. 


Better Built Bags— 


BAG FACTORIES - COTTON MILL - BLEACHERY 


TALK ABOUT BAGs! 


(Quoted from Customer's Letters) 


Any company that takes 
care of their customers in the 
efficient way that is the policy 
of the WertTHAN Bac Cor- 


PORATION must continue to en- 


joy preference from people who 
are interested in receiving the 
best that is available.” 


WERTHAN BAG CORPORATION 
NASHVILLE — NEW ORLEANS 


{WERTHAN] 


THE FEED BAG—FEBRUARY, 1935 


| | \ 
| | 
| 
FISCONSIN | 
| 
| 
| 
| 
| | 
| 
| 
| | | | 
| | 
him out | | 
if 


New England Grain Dealers Launch 
Intensive Membership Drive 


Lewis 


of the New England Retail Grain 
Dealers association carry, the New 
England organization will shortly 
have the largest membership in its his- 
tory. A vigorous campaign is under 
way to bring this about. Results to 
date, officers report, have been most 
gratifying and there is every reason to 
believe that the goal will be reached 
The policy under which the associa- 
tion is now working was decided upon 
at the annual meeting held January 4 
at the Grain & Flour exchange, Boston. 
Fundamental changes in the organiza- 
tion were decided upon. Dues were 
lowered from $10.00 to $3.00 per year 
and the office of paid secretary was dis- 
continued. This was done on _ the 
recommendation of Lynne P. Townsend 
who has served as the executive secre- 
tary ever since the organization was 
formed, eight years ago. 


Every Dealer a Member 


Those in charge of association af- 
fairs in New England feel that it is 
most important now to have every 
dealer and every store in the six New 
England states enrolled as a member. 
They feel that a good strong organiza- 
tion is more necessary now than ever 
before. They are looking anxiously to 
the future and wish to be ready for 
any emergency that may arise. 

Apparent failure of the feed trade 
code to materialize is viewed with 
mixed feelings. There were some who 
were not in favor of a code in the first 
place. These are well satisfied that the 
code hasn’t passed. Many others be- 
lieved that a code would have been a 
splendid thing and feel that they have 
been betrayed in a measure because 
they have been deprived of the help 
and protection the code promised. As 
this is written, no one knows what the 
government may try next but all are 
agreed that it is a wise policy to be 
well organized and ready to assist or 
resist as the case may require. 

The Cooperative Problem 

Other matters are giving New Eng- 
land dealers considerable concern. Cer- 
tain county agricultural agents are said 
to have been actively promoting coop- 
erative selling of supplies contrary to 
the rules and policies of the several 
state governments and the United 
States Department of Agriculture under 
which they work. This matter is being 
investigated and if the reports prove 
true, definite steps will be taken to have 
the practice stopped. 

In this connection, Quentin Reynolds, 
general manager of the Eastern States 
Farmers exchange, is quoted in the 
press to the effect that “the time has 
come to take the ‘profit motive’ out of 
business”. Other members of the staff 
of that organization have given lectures 
before college classes on the advantages 
of “cooperation” presumably as prac- 
ticed through and by the exchange. It 
seems that the time has come for pri- 


; |: plans of the directors and officers 


Elected President of Association 


vate interests in the grain trade to again 
take up the cudgels in their own behalf. 

Instead of one paid secretary for the 
six New England states, a volunteer 


Harry S. Ryther 


secretary for each separate state will be 
named. Activities of these volunteer 
workers, all recruited from the board of 
directors, will be coordinated through 
the office of the president and secretary 
of the asociation. In this way, it is be- 
lieved that more can he accomplished 


Mineral Feed Mixers 
Discuss Code 


A code of fair competition for the 
industry was discussed at the second 
annual meeting of the Mineral Feed 
Manufacturers association which was 
held at the Sherman hotel, Chicago, 
January 25, and a committee was au- 
thorized to negotiate with officials at 
Washington. 

Directors elected to serve the orga- 
nization were E. V. Moorman, Moor- 
man Mfg. Co., Quincy, Ill.; James H. 
Murphy, Murphy Products Co., Bur- 
lington, Wis.; Dr. E. E. Clore, Hoosier 
Mineral Feed Co., Greenwood, Ind.; 
Paul S. Casey, Vitamineral Products 
Co., Peoria, Ill., and Earl Rhine, Oel- 
wein Chemical Co., Oelwein, Ia. These 
men will meet in the future to elect the 
officers of the association. 

L. F. Brown, secretary of the orga- 
nization, reviewed the activities spon- 
sored during the past year and pointed 
out the need of continued cooperation 
and a larger membership in obtaining 
results against adverse legislation and 
promoting the general good of the in- 
dustry. The Mineral Feed Manufactur- 
ers association, he explained, now has 
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than ever before and at less cost. At 
any rate, the plan will be given a 
thorough tryout during the year. 
A. T. Lewis New President 

Arthur T. Lewis of the firm of 
McKenzie & Winslow, Newport, R. I. 
is the new president of the association. 
He has already taken a firm hold on 
his job and mailed a letter to every 
dealer in the territory soliciting sup- 
port. The vice president is Lewis A. 
Nelson, Contoocook, New Hampshire. 

New members of the board of direc- 
tors are Robert Kelley, John D. Peck 
Co., Providence, R. I.; Ora Maxim, 
Winthrop, Maine; retiring president, W. 
T. Abell, Burlington, Vermont; L. A. 
C’Brien, Portland, Maine, and Dan 
Truland, F. B. Spaulding Co., Lancas- 
ter, New Hampshire. Harry L. Ryther, 
of Belchertown, Mass., is serving again 
as treasurer. Lynne P. Townsend was 
appointed secretary but plans to serve 
only temporarily or until the present 
campaign is finished. 

Dealers More Optimistic 

New England dealers are feeling more 
optimistic than they have for several 
years in spite of the continuance of dif- 
ficult times. Massachusetts is benefit- 
ting materially from the work done by 
the state milk control board and it is 
generally predicted that this improve- 
ment will not only continue but in- 
crease in momentum and volume. 

The minimum goal for the member- 
ship campaign now under way is set 
at 600. More than half this number 
are already in or pledged. Those in 
charge are confident of going a good 
way beyond the goal. 


34 members out of at least 150 who 
are eligible. 

Proposed changes in the federal food 
ard drug act as they affect the mineral 
feed manufacturing industry were also 
discussed. 


CHARLES L. DAVIDSON, presi- 
dent, Stone Mountain Grit Co., Inc., 
Lithonia, Ga., was compelled to spend 
the Christmas holidays in a hospital as 
the result of an appendicitis operation. 
His many friends are glad to learn that 
he is back on the job fully recovered 
in health. 


F. L. WENIGER, Artesian Mill, 
Prairie du Chien, Wis., recently cele- 
brated his 62nd year at the same stand. 
One section of the building serves as 
his living quarters and gives him an 
opportunity to accommodate the trade 
at all hours of the night and day. 


INCOME IN MILLIONS 
Farmers’ income from  marketings 
and sales of cattle and sheep to the 
government totaled $488,000,000 in De- 
cember as compared with $561,000,000 
in November and $429,600,000 in De- 
cember, 1933. 
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FEED MERCHANTS, INC.: 


1935, at 10 o’clock in the forenoon. 


Y.; Max Cohn, Buffalo, N. Y. 


which due notice is given above. 


Official Notice 


TO THE MEMBERS OF THE EASTERN FEDERATION OF 


TAKE NOTICE, that the annual meeting of the corporation will be 
held at the Onondaga hotel, Syracuse, N. Y., on the 22nd day of February, 


TAKE FURTHER NOTICE, that at a meeting of the nominating 
committee held on the 4th day of January, 1935, the following persons 
were nominated as directors of the EASTERN FEDERATION OF 
FEED MERCHANTS, INC., to serve for a period of three years: 


Walter H. Bisnet, Watertown, N. Y.; Samuel Deuel, Pine Plains, N. 


The above directors will be voted upon at the annual meeting of 


ED MARTIN, manager of the feed 
business operated by the Guy V. Der- 
ing estate, Columbus, Wis., was buying 
drinks and passing out cigars at the 
Portage district meeting of the Central 
Retail Feed association in honor of the 
arrival in his family of an 8-pound baby 
boy on January 26. 


A. V. JAY, National Oil Products 
Co., Chicago, had two accidents on suc- 
cessive days while returning home from 
Minneapolis with his car during the 
recent heavy snow storms. Vic is up 
and around among the trade but has 
three broken ribs and his car which 
was badly damaged is still at Des 
Moines, Ia. 


FRANK MOSHER, president, New 
Richmond Roller Mills Co., New Rich- 
mond, Wis., returned from Florida on 
January 23 in time to attend a district 
meeting of the Central Retail Feed as- 
sociation held at New Richmond that 
evening. The temperature was 80 de- 
grees at Miami when Frank left there 
and 35 degrees below zero when he ar- 
rived at New Richmond—a difference 
of 115 degrees. He reported that a 
small boom is in progress in Florida 
and that eggs were selling at 65 cents 
per dozen. 


Mutual Millers Approve 
Changes in By-Laws 


Several changes in the by-laws were 
approved and a resolution favoring the 
placing of all forms of transportation 
under the interstate commerce commis- 
sion was adopted at the 19th mid-win- 
ter meeting held by the Mutual Millers 
& Feed Dealers association. 

Action on a proposal to drop affilia- 
tion with the Grain & Feed Dealers 
National association and the National 
Federation of Feed Associations was 
postponed until a later date. 

John J. Dillon, Rural New Yorker 
magazine, discussed the financial set-up 
of the Grange League Federation. The 
annual banquet was held in the evening 
and several speakers made brief ad- 
dresses. 

Changes approved in the by-laws of 
the association call for the acceptance 
of associate members, the appointing of 
an auditing committee to check the 
books and the fixing of the salary of 
the secretary at $100 a year with allow- 
ance for expenses not to exceed $100. 

The regular annual convention of the 
Mutual Millers will be held next sum- 
mer. 
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More Larro Feed Ordered 
For Byrd Expedition 


Few feed dealers or manufacturers 
have ever enjoyed the opportunity of 
filling an order which was placed from 
a point more than 10,000 miles away. 
That, however, was the recent experi- 
ence of the Larrowe Milling Co., De- 
troit, Mich., which received a _ radio 
request from the Byrd Antarctic Expe- 
dition for one ton each of dairy feed 
and beet pulp which was promptly sent 
on its long journey. 

It will be used to assure a sufficient 
supply for the Guernsey cows which 
are now quartered in Little America, 
the home of Byrd’s camp. The ship- 
ment is to be sent to Dunedin, New 
Zealand where it was to arrive during 
February and will later be put aboard 
the Byrd flagship “Jacob Ruppert” to 
keep the cows going until they get back 
to the United States sometime next 
spring. 

Word from the men in charge of the 
Guernseys at Byrd’s camp reveals that 
the animals have been doing well de- 
spite slight difficulties which were en- 
countered in keeping them warm. 
Rooms in which men sit in their shirt 
sleeves are so cold near the floor that 
water in a pail freezes solid. It was 


obvious that the cows’ udders would 
likewise congeal unless some means 
were provided for warming the floor 
upon which they stood. The problem 
was solved by chopping a basement out 
of the hard Antarctic ice which could 
be lined with timber before the remain- 
der of the barn was constructed. In 
this basement oil stoves are kept burn- 
ing constantly to keep the floor above 
warm. 

Much interest among dairy and feed 
men has been manifested in the pro- 
ject of keeping cows in the Antarctic 
and the four animals will be hailed as 
martyrs by many upon their return to 
the states. 


E. M. HADDEN, Milwaukee, Wis., 
well-known grain trader, recently sus- 
tained a broken ankle in a fall on a 
slippery walk. He is able to be about 
his duties on crutches. 


G. L. STUTZ, Tomahawk, Wis., mem- 
ber of The Feed Bag staff, was snow- 
bound for severals days in the woods 
near his home during the recent bliz- 
zards which swept the northern part 
of the state. He and several friends 
were compelled to subsist on venison 
until a snow plow opened the roads 
within the vicinity of their temporary 
prison. 


JAMES A. HAMILTON, W. A. 
Hamilton & Son, Caledonia, N. Y.. 
passed away January 16. He was 60 
years old and a former president of the 
New York State Millers association. 


VITAMINS IN BUTTERMILK 

Semi-solid buttermilk containing vita- 
min A and D concentrate in cod liver 
oil has been placed on the market by 
the Consolidated Products Co., Dan- 
ville, Ill., following a long period of 
testing and experimental work. 

Decided advantages are also claimed 
for laying hens and breeding stock, 
growing pigs and brood sows and fur- 
bearing animals raised for commercial 
purposes. The new product is available 
at all semi-solid buttermilk dealers 
throughout the country. 


Fresh milk is supplied to the Byrd expedition staff in the Antarctic by the two 
Gopesve shown soe: which are being supplied with Larro feeds. Another shipment 


of feed has just been ordered. 
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For 


FEED WHEAT 


AND OTHER GRAIN 
Call 


Minneapolis 
Chicago, Milwaukee, Omaha, 
Toledo, Buffalo, Albany, 
Boston, New York, 


San Francisco, Cal. 


Portland, Ore. 


@“DRI-NIC” does away with 
the disadvantages of tobacco-dust 
in your mashes, It contains nico- 
tine in our new “‘shockless” form. 


“DRI-NIC,” when fed in the 
mash, passes unchanged to the 
intestines. There the nicotine is 
released right at the spot where 
roundworms live. Non-toxic to 
birds—odorless—tasteless—does 
not interrupt production. Chicks 
started on “DRI-NIC” mashes 
are protected against roundworm 
infestation. Older birds should be / 
given a treatment with “Black 
Leaf” Worm Powder—then 
“DRI-NIC” mashes will guard 
against reinfestation. 


Tobaceo By-Products & Chemical Corporation 
Incorporated ... Louisville, Ky. 


INSOLUBLE 
NON - VOLATILE 


NICOTINE 


“*DRI-NIC”’ is sold in 100 lb. 
bags. Use 2 lbs. to 100 Ibs. of 
mash. . . Write for further in- 
formation. (3547) 
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MAKES BETTER BRFAD’ 


EQUALLY GOOD FOR 


AKES DASTRY 


MILL 
ROSE 
FLOUR 


fits into our mix- 
ed car business 
because it is a 
business builder 
for our dealers. 


Include MILL ROSE in 
your next mixed car order 
for A-C MILL, DAIRY 
and POULTRY FEEDS. 


No trouble to quote prices— 
write, wire or phone 


ISCONSIN MILLING CO. 
Menomonie, Wisconsin 


BIG PROFITS 
POULTRY FEEDS 


Manufactured in Your Own 
Plant—The JERSEE WAY 


The first step to bigger profits in the poultry busi- 
ness is to make your own mashes. Get all the profit 
—manufacturer’s, wholesaler’s, retailer’s. 

We will send you complete information showing 
how hundreds of mills, elevators, ete., are profiting by 
using our plan. 

This plan is no experiment. 
tition. 

All you supply is the mill products and labor. We 
supply formulas, advertising to your trade, ete. We 
check and test your mixtures without cost to you. 
We start you and keep you going. We are in busi- 
ness together. Your investment is very small. 


THE JERSEE COMPANY 225 Third Avenue North 


Minneapolis, Minnesota 
It is certainly worth your while to send the coupon for further details 
The Jersee Co., Mill Dept. 

315 3rd Ave., N., Minneapolis, Minn. 


You have no compe- 


Gentlemen:—Send at once further information regarding the 
mixing of poultry mashes. 


Firm Name 
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Patent New Process Of 
Vitamin Extraction 


Persons who are reluctant about tak- 
ing cod liver vil because of the “fatty” 
taste have Dr. C. L. Barthen, chief of 
the vitamin research department, Health 
Products Corp., Newark, N. J., to thank 
for the hope of relief. 

Dr. Barthen, after eight years of in- 
tensive experimenting, has discovered a 
new commercial method of extracting 
fat-soluble vitamins from oils and fats. 
which is announced in a recent issue of 
the Official Gazette of the United States 
patent office. 

The new method has been assigned 
to Health Products Corp., where it is 
being used to manufacture cod liver 
oil concentrate for use in White’s cod 


liver oil concentrate tablets, capsules 
and liquid; Clo-Dee, a vitamin con- 
centrate for food manufacturers and 
Clo-trate, concentrated cod liver oil for 
poultry and livestock. 

Dr. Barthen is able to concentrate 
all of the vitamin potency present in 
the oil to a volume approximately 
equivalent to 1 per cent of the original 
oil. The balance of the oil is comprised 
of fats and fatty substances which have 
no vitamin value and are used in indus- 
try for such purposes as the tanning 
of leather and the manufacture of soap. 

One of the principal uses of the cod 
liver oil concentrate, Dr. Barthen ex- 
plains, is to make extremely pleasant 
tasting tablets for human consumption, 
while in the case of livestock feeding 
it is of particular value because of its 
large amount of Vitamin A. 


ULTRA-LIF 


101 S. 35th Street 


for Feed Manufacturers 


Use Ultra-Life to mix a super feed with all 
six vitamins—A, B, C, D, Eand G. Produces 
better results at less cost. 


ULTRA-LIFE LABORATORIES 


ALL VITAMIN 
CONCENTRATE 


Easy to mix. 


EAST ST. LOUIS, ILL. 


Dr. C. L. Barthen 


FARMERS ELEVATOR CO., Hol- 
stein, Ia., is constructing a brooder 
house to care for baby chicks. 


CHARLES KUHL and Floyd Geigle. 
DeSoto, Ia., have opened a feed store 
and hatchery. 


LAKE-COOK FEED CO. has been 
established at Tinley Park, IIl. 


GEORGE LINDSAY has opened the 
Economy Feed Co. at Hebron, Il. 


CLO-TRATE 


a MAKE MICHIGAN AVENUE 
4 Your Home When You Visit 
CHICAGO 


The one and only Concen- 
trated Cod Liver Oil we ever 
handled that is concentrated 


LA BUDDE FEED & GRAIN CO. 


in BOTH Vitamins A and D. Every comfort, every fine hotel luxury 

awaits you at the newly modern 
Yet it costs no more than or- ized Auditorium Hotel. Unusually 
dinary concentrates. Play Safe. good 4s food at modest prices. 
Use Clo-trate for better re- 
sults. Let us give you full 
detai Is PRIVATE BATH 50 

° 50 
fom fon 
GEO. H. MINK, Mgr. 


Milwaukee, Wisconsin 


MICHIGAN concress CHICAGO 
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CHARLES ALLENDER, Key 
Grain & Feed Co., Keymar, Md., has 
opened a new feed mill at Hampstead, 
Md., which will be operated by Frank 
Frish. 


ILLINOIS 

Clyde Lamkin has purchased the in- 
terest of A. O. McDowell in the Lam- 
kin & McDowell Feed Supplies Co., 
Urbana. 

Havana Bridge feed store, Havana. 
has moved into a newly remodelled 
building and celebrated the occasion 
with a special sale. 

Frank R. Wheeler and Donald Mac- 
Murdo have opened a feed store at 
Auburn. 

Byron Wallace has purchased the 
business and equipment of the Musk 
Feed Co., Hoopeston. He will move 
the plant to Clifton and run the feed 
business in connection with his grain 
business there. 

Emil Guse, Union, has been made 
manager of the Shurtleff Co. lumber 
and feed mill, Union, to succeed his 
father, Charles, who passed away Janu- 
ary 8. 

H. C. Bahe, operator of a feed mill 
at Hampshire for the past 34 years, 
died at his home January 13 following 
a lingering illness. 

Barnstable Feed & Supply Co. has 
taken over the feed store formerly 
operated by Nova Hayes at Ladd and 
was host to a large crowd at its recent 
opening. 

Kunce Feed & Produce store has 
opened for business at Delavan. 

O. V. and R. F. Gragg, Alma, have 
purchased the William Feed & Produce 
Co., Salem. 


Pecos Valley Alfalfa Mill 
Hagerman, N.M. 


TRY OUR 
PECOS SPECIAL 


IT’S BETTER 


Your inquiry would be appreciated. 


Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, NEW MEXICO 


“This Armour tankage saved me a 
lot of money.” 


“It certainly puts a nice finish on 
your cattle and hogs.” 


Armour Feeds Will Make Money For You 
Because They Save Money For The Farmer 


Armour’s Meat Meal Digester Tankage and other supplement- 
ary feeds help the farmer to raise better animals at lower cost. 
These feeds are clean and dry. They do everything that is claimed 
for them as our many thousands of farmer customers will tell you. 
Armour’s full line of feedsisa profitable one for you to carry, because 
every one of them is a good volume item. These feeds produce such 
fine results that a farmer once sold becomes a regular customer. 


To increase your volume on Armour’s Meat and Bone Scraps 
with your regular customers, impress on them the importance of 
using this supplementary feed not only for hogs, but for beef 
cattle as well. Tests by agricultural stations and thousands of 
farmers have invariably proved the value of Armour’s tankage 
in producing finer cattle at lower cost. 


Dairy cattle need the mineral supplement provided by Armour’s 
Special Steamed Bone Meal, and poultry need Armour’s Poultry 
Bone. Other Armour feeds are superior, too, for their special pur- 
poses. If you do not already carry them you will be doing yourself 
a favor by writing for information. 


ARMOUR and COMPANY Union Stock Yards, Dept. C, Chicago 


THE FEED BAG—FEBRUARY, 1935 


It Pays Your CUSTOMER 


It Pays You 


Whenever you sell a poultryman a feed that gets 
a better result and proves to be the cheapest he can 
buy of its kind—he’s made money—so have you. 


Pilot Brand Oyster Shell does just that for both 
of you. 


Our 1934-35 national advertising is at work now, 
all over the country, telling poultrymen about its 


superior quality, its ability to produce more eggs 
and at less cost. 


Keep well stocked with Pilot Brand. 
Consistent good quality and consistent 
advertising for over 14 years keep it 
moving. Grow with Pilot Brand. 


OYSTER SHELL PRODUCTS CORPORATION 


1 Broadway Shell Bldg. London 
New York St. Louis England 


pe 
#¢ 
100 LBS. NET 
PecosValley 
AX 
| >= ? 
j 
| 
| 
| 
PILOT | 
~ BRAND 
| OYSTER SHELL ||| 
FLAKE | 
| 
| 
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L. E. WILLIAMS, Donahue-Strat- 
ton Co., Milwaukee, is convalescing at 
Order a Mixed Car of his home as the result of injuries re- 
ceived in an automobile accident near 
Hartford, Wis., recently. He is re- 


Go ] d en + oa f Fl our covering rapidly and expects to be back 


at his job calling on dealers in the near’ 
The flour with the Vim and Pep left in | future. 


Arcady Farms Milling Co., icago, 
B T a nN an d M 1 d d l in g S announces that a new film entitled 


= 

= 

z 

= 

= “ 9 

= AR —Higher in Protein— From Cow to Bottle” is available to 

=. 


a dealers who desire to show it in their 
\ é cemmunity. The film depicts the Brook 


Hill exhibit at the 1934 Century of Pro- 
TENNANT & HOYT CoO. gress exposition for which Arcady fur- 


nished the feed. Dealers interested in 
LAKE CITY, MINN. obtaining the picture are requested to 
write the company or discuss the plan 
with a representative. 


EW RICHMOND 
aq Oec« ROLLER MILLS CO. 


ESTABLISHED 1889 NEW RICHMOND, WISCONSIN 


USED 


RINTED Mill Feeds 
BU RLAP B q G 5 FORL Coarse Grains 
COTTON INDIVIDUALITY Feeding Oatmeal 
BAGS ALL BAGS VACUUM CLEANED Sardilene Oil 


HIAWATHA e DEALER 


SERVICE 
GROUND GRAIN SCREENINGS 
(BULK OR SACKED SHIPMENTS) 16% Dairy Feed 


A domestic grain and flax seed screenings mixture, carefully . 2 
blended to assure constant uniformity, thereby meeting the de- Superior Flax Screenings 
mands of the most discriminating. | Mineral Mixtures 


t Profitable B for Feed M. facturers 
) Balanced Concentrates 


WE SPECIALIZE IN ALL TYPES OF SCREENINGS for Batch Mixers 
Write or Wire for Prices Write for Sanapice and Delivered 
- rices 
Hiawatha Grain Company ee, 
MINNEAPOLIS, MINN. MINNEAPOLIS, MINN. 


BUFFALO 


the standard 


CORN GLUTEN FEED 


has the two important qualities desired by feeders: 


(1) A high content of CORN GLUTEN and CORN SOLUBLES. 
(2) The RIGHT CONSISTENCY for dairy feeding. 


a CORN PRODUCTS SALES CO. 


NEW YORK and CHICAGO 
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STILL GOING UP 
The farm price index climbed 6 points 
from December 15 to January 15 and cal ‘‘All your needs in grain and feeds’’ fe 
at 107 was the highest since November, 
1930, according to the bureau of agri- a 
cultural economics. Prices received for unset Feed & Grain Co In 
meat animals rose 23 points during the ay a 


month and dairy products were up 5 


: 2 F CHAMBER OF COMMERCE BRANCH OFFICE 

points, while chickens and eggs took a 

ivae of five points. Hog prices aver- BUFFALO, N. Y. MIDDLETOWN, N. Y. 

aged $6.87 per 100 pounds on January 

15 as compared with $5.15 on Decem- is EED JOBBERS 

ber 15 and $3.06 on January 15 last Also Representing: 

year. THE HUBINGER COMPANY, Keokuk, Ia.......................... 

TOO MUCH OPTIMISM ON FEEDS | FAIRMONT Omaha, Neb. Conidensed Dried Buttermilk 
Fee prices generally have lately New Yor ackstrap Molasses 

been at a higher level than at any time THREE MINUTE CEREALS CO., Cedar Maplds: Ian... |...) oatreed 

for several years. In spite of this fact, FERNANDO VALLEY MLG. & SUPPLY CO., Los Angeles, Cal... Alfalfa Leaf Meal 

a good many millers are bullish on | HEALTH PRODUCTS CORPORATION............... CLO-TRATE Cod Liver Oil 

feeds and we fear that some of them = 


are letting their optimism sway their 
judgment on feed allowances in making 
up their cost cards. We do not pre- 
tend to know whether feed prices are 
going to go up or down in the near 
future but we do know that it is al- 
most always the smart thing to be 
cautious when the price of any product 
has advanced from 50 to 100 per cent 
in the course of a few months. No 
matter how many conditions there are 
which seem to make possible further 
advances in feed prices, it should not 
be overlooked that these various con- 
ditions may perhaps have been taken 
into account in the advances that have 
taken place during the past few 
months. It seems to us that this is a 
good time to play the cards in the mill- 


feed game pretty close to the belt— All poultry rations should include liberal quantities of 
DAIRYLEA DRIED SKIM MILK. Also good in all 


rations for calves, poultry and swine. Carried by 
principal feed merchants throughout eastern territory. 


Manufactured and Distributed By 


Dairymen’s League Co-Operative Association, Inc. 
11 West 42nd Street - New York, N. Y. 


RED & ROSE FEED 


Girt 


Something more than carefully se- 


lected ingredients; something more — Le ag You can increase your flour sales 
than scientifically balanced proteins, Se eer? b di 
carbohydrates, fats and vitamins; . y recommending 


something more than a full measure 
of clean, energy- producing feed for 
all livestock ... 

and that something more is the name 
Eshelman. 

For ninety-two years that name has 
meant reliable feeds for poultry, dairy, 
swine and other livestock producers. 
So, when your customers look for a 
feed to make more meat, milk or eggs 
+... point to the name “Eshelman”; 
your profit and theirs is in the bag. 


JOHN W. Eshelmnan & SONS 


LANCASTER, PA. Guaranteed 
Mills: LANCASTER, PA., YORK, PA. 
CIRCLEVILLE, O. 


942 CAPITAL FLOUR MILLS, INC., Minneapolis, Minn. 
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MINNESOTA GIRL FLOUR. 
A trial will prove its merits. 
Let us include MINNESOTA GIRL 
FLOUR in your next car of 
@ Queen Wheat Feed 
© Cherokee Pure Bran 
® Cherokee Middlings 


WIRE US FOR PRICES 


: 
| ere 
Cshelman 
FREDSPROSE: 
EDAIRY FEEDS; 
SSS 
=— 
SE | 
W.Eswerman 85088 | 
H 
tbman 
It’s in the Bag! | 
s in the ‘Bag! | he 
| 
| 4 | 
es 
| pM Aq 
| fee 


CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


PERSONAL 


JOE: That Arctic Cod Liver Oil is much better 
than the kind I have been using the last 3 years. 
Am writing you a letter. JOHN. 


KNOW YOUR FEEDS 


The ‘Bible’ of the feed industry, FEEDS 
AND FEEDING, by Henry and Morrison, is the 
one book every feed man should own. The priceis 
$4.50 per copy or $5.50 with a full year’s sub- 
scription to this publication. Send check with 
order and we will pay postage. THE FEED 
BAG, 210 East Michigan Street, Milwaukee, Wis. 


HAMMER MILL SCREENS 


Save money on all sizes of Hammer Mill 
Screens. Write for prices. MILL PARTS CO., 
Dept. 20, West Bend, Wis. 


FEED MILL FOR SALE 


Feed Mill equipped with 50 H. P. Bauer 
Hammer Miil and Feed Warehouse for sale. 
In best dairy and poultry community. Inquire 
BOX 137, Browntown, Wis. 


HAY AND MILL FEED 


Write for Prices 


Midland Hay & Feed Co. 


Minneapolis, Minn. 


CANE OR BEET 
Shipments in Barrels or Drums 
MANEY BROS. MILL & ELEVATOR CO. 
Manufacturers and Jobbers of Over 100 Kinds of Feed 
MINNEAPOLIS - - - MINNESOTA 
Established 50 Years Ago 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 


Carlots and Mixed Cars 
FLOUR, MILLFEED 
OILMEAL, ETC. 

502 Corn Exchange Bldg. 
MINNEAPOLIS, MINN. 
“Stand by Stan” 


CHARLES COUGHLIN, the Riebs 
Co., Milwaukee, Wis., is proud of 
his son, Charles, Jr., 9, who is dis- 
playing a medal which he received as 
award for winning first place in the 
50-yard dash in a skating meet recently 
conducted by the city schools. 


WILLIAM (BILL) HOTTENSON, 
W. M. Bell Co., Milwaukee, left for 
Hot Springs, Ark., January 26, where 
he will spend a month’s vacation. His 
son William, Cedar Rapids, Ia., is ac- 
companying him. 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF 


Mother’s Best Flour 


Established 1892 


FRANKE GRAIN CO. 


Incorporated 


GRAIN AND FEED 


NEwsom 


FEEDCO. 
Feedstuffs 


166 W. Jackson Blvd. Chicago 


Deutsch & Sickert Co. 


Feed and Grain 
Chamber of Commerce Milwaukee, Wis. 


M. G. Rankin & Co. 
FEED and GRAIN 


Keokuk Corn Gluten Feed 
Chamber of Commerce Bidg., Milwaukee, Wis. 


WILBER FEED Co., INC. 


JOBBERS MILLFEEDS 
JAMESTOWN, NEW YORK 


Lindsay 
Feed 
Mixer 


Can be found 
in operation 
in many suc- 
cessful feed 
stores. How 
about yours? 


The Cost 
Is Low 


LINDSAY BROS,., Inc. 


MILWAUKEE Dept. K WISCONSIN 


EXCELSIOR MILLING 
COMPANY 


MINNEAPOLIS MINNESOTA 
Specialty Millfeeds 


CAMEL 
ZEBRA 
JUMBO 


CEREAL 


GRADING CO. 
MINNEAPOLIS 


SPECIALIZE IN 


GOOD 
CORN and OATS 
For 
WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


anity Fair 


Flour 


Laboratory Tested. 
Made Right and Priced Right. 


Write for our prices in straight 
and mixed cars with bran, midd- 
lings, Cannon feed (flour midd- 
lings), and Billie feed (red dog). 


Cannon Valley Milling Co. 


MINNEAPOLIS, MINN. 


BACK UP! 


Your truck at our wholesale 
warehouses for ton lots of... 


Meat Scraps, Millfeeds 
Buttermilk, Alfalfa Meal 
Cod Liver Oil 


ANYTHING AND EVERYTHING 
IN THE LINE OF FEEDS. 


e 
FEED SUPPLIES, INC. 


3328 West Cameron Ave., North Milwaukee 
1637 South 83rd St., West Allis 


usiness 
expands with 


Printed messages 
They are profitable 


ADTKE ORTSCH 
BROS. CO. 
1894 
PRINTERS 
LITHOGRAPHERS 
BINDERS 


522 N. MILWAUKEE STREET 
Puone | 076 MILWAUKEE 
Broapway WISCONSIN 
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BARGAIN SEEDS 


Dealers who are offered bargain 
seeds are urged to send samples to their 
respective state seed inspection depart- 
ments before making a purchase. It 
is pointed out that the shortage of high 
quality grains this year will tempt in- 
ferior quality seeds into the market. 
“Prices charged by local dealers and 
seedsmen for good quality seeds,” ex- 
plains Prof. A. L. Stone, director of 
seed and weed control, Wisconsin de- 
partment of agriculture and markets, 
“are usually uniform, and seed offered 
at a lower price may have poor ger- 
mination, may contain noxious weed 
seeds or high percentages of common 
weed seeds or may be mixed with other 
crop seeds that are not desirable. Us- 
ing poor quality seed is false economy.” 


SNOW WOODWORTH 
& COMPANY 


Wholesale Grain 
and Feed 
8 


807 Chamber of Commerce 
MINNEAPOLIS, MINN. 


Don't forget to say you saw the Ad in THE FEED BAG 


Personal Service... 


BARLEY A SPECIALTY 


ROY I. CAMPBELL 


COMMISSION MERCHANT 


MILWAUKEE 


RN Direct Country-run Shipm nen e 
Iowa and Minnesota | 


_ MULLIN & DILLON COMPANY 


MINNEAPOLIS 


414 MITCHELL BLDG. 


FROM THE START 
Use NOPCO XX 


Prepare yourself for a really profit- 
able poultry season by ordering your 


supply of NOPCO Cod Liver Oil now. 


Donahue-Stratton Company 


MILWAUKEE 


Dependable 
Western 


Alfalfa Meal 


for 
Dairy and 
Poultry Feeds 


The Denver Alfalfa 
Milling, & Products Co. 


LAMAR, COLORADO 


Branch Sales Office, 
403 Merchants Exchange, 
St. Louis, Mo. 


note of healthful 


ex eee 


100 POUNDS NET WEIGHT 


LINSEED MEA 


GUARANTEED ANALYSIS 
PROTEIN 40% FAT 41% FIBRE 9% 


-_ CARBOHYDRATES 39% = 
(NITROGEN FREE EXTRACT 30% FIBRE 


SPENCER KELLOGG ‘ic. 
MINNEAPOLIS,MINN. 2 


NORTHWESTERN SALES OFFIce 


36 NEW CHAMBER OF COMMERCE. 
MINNEAPOLIS, MINN. 


Mixed Cars 


Quick Turnover 


3 
Advertised 
Products 


Marblehead “98” 


(Calcium Carbonate) 


Marblehead Lime Ration 


(For distribution by Dealers) 


Marblehead Lime Grit 
(For Poultry) 


Send for 
Booklets 
Samples 
Mail Plan 


MARBLEHEAD LIME COMPANY 
CHICAGO 
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RIEBS 


VIEW 


Vol. 3, No. 2. 


February, 1935 


Milwaukee, Wis. 


SPEAKING OF BARLEY 


Wisconsin farmers received 
more than double the price of 
previous years for their barley 
during the season just passed. 
The total production for the state 
for the past year is now estimated 
at 19,266,000 bushels, which is 
only a little over the small crop 
of 1933. The price of the past 
year’s crop, however, was suffi- 
ciently high to raise the farm in- 
come by more than $10,000,000 
and bring it to an estimated total 
of $19,844,000 for 1934. 


To be assured of highest 
market prices and courteous 
prompt treatment, ship your 
barley to Riebs. 

Barley production for the en- 
tire United States in 1934 is esti- 
mated at about 119,000,000 
bushels, which is the smallest crop 
since 1900 and is about one- 
fourth smaller than the short 
crop of 1933. 

If the production of barley for 
the next year is average, the crop 


in 1935 should be much larger 
and somewhat lower prices could 
be expected. Less than half of 
Wisconsin’s barley production 
for 1934 is intended for market, 
according to crop reporters, and 
if production should increase 
greatly next year, even a smaller 
portion of the production is likely 
to go into the cash market. 


Riebs wants your barley 
business. Give us an oppor- 
tunity to include you among 
our many satisfied shippers. 


Over a 10-year period, barley 
in Wisconsin has vielded 30.4 
bushels or 1460 pounds per acre 
compared with a 10-year average 
of 35.8 bushels or 1145 pounds 
of oats. 


Despite eclipses, gold clause 
decisions, and the weather 
Riebs wants barley at all 
times. Ship to us when your 
next car is ready. 


Published Monthly by. The Riebs Co., Milwaukee 


Sells 6 Cars of CAL-CARBO 
in 90 Days! 


Read 


ir 
How We Re 
Helped this 
nd -CA 
Him Do 
It m 


Shellmaker Grit Send for Tested 
contains 97-99% pure Cal-Carbo Sales Building Plan 


calcium carbonate 

andisscreenedinfour Feed dealers all over the country are in- 
sizes for feeding poul- creasing their sales and making bigger 
try. Speeds healthy profits by following our sure-fire profit mer- 
growth, increases egg chandising plan. With the exclusive CAL- 
production. A profit- CARBO franchise, our trained resale men 
able, quick selling come right into your territory and help you 
product. Mixed cars sell CAL-CARBO. Andanother ey 
with CAL-CARBO _ sellfor YOURaccount. You make full pro- 
bring quick turnover. fit on every sack. That’s protection! 


Calcium Carbonate Corporation 


524-5142 Live Stock Exchange, KANSAS CITY, MO., or 43F East Ohio St., CHICAGO, ILL. 


EUREKA CORN CUTTERS 


machine that made steel-cut corn famous’’ 


No. 2 No. 1 


6000-8000 Ibs. 4000-6000 Ibs. 2400-3000 Ibs. 1500-2000 Ibs. 


capacity. 


Eureka Corn Cutters produce economically 
the largest amounts of clean-cut corn in the 
large and medium sizes, with a minimum of 
meal by-product. Eureka-cut corn does 
not require polishing. Write today for de- 
scriptive catalog No. 122, details and prices. 


S. HOWES CoO., Inc. 


Silver Creek, N. Y. 


Completing our 200,000 
Modernization Program 


ALL 
wae 50 


Breakfast........25* 
L 35 


Now UNDER 
,. MEW MANAGEMENT 
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DAVENPORT BLEVATOR CoMPANY 
GRAIN, SEED, FEED, COAL, 
Davenport» tow? 
thank you and your resale 
we have 
our 
pnth 
RBO 
to any gealer good 
pusines® for, nerais 
are not gelling, and the price 
get for ARBO is. great help: witb 
the resale and help you 
and yittle effort OF the dealer's part, AL- 
CARBO will sell and repeat- 
“The are getting educated to the 
value yimestone feeding: atericultural 
= stations are doine a lot toward this. . But 
for 2 gealer sell yamestone: be will be 
pigbly pee by product 
BO.” 
a DAVENPORT ELEV ATOR co.. 
By J- A. Auditor: 
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: Many factors have combined to 
) elevate the feed manufacturing in- 
! dustry into a billion dollar enterprise. 


A, Uniformity is one of the most im- 
portant of these. 


Manufacturers of good Branded Feeds 
insist upon uniformity—always ... in in- 
gredients...in formula. ..in mix. That’s 
why a good Branded Feed is as uniform in value as 
dollars from the mint. This uniformity is essential to 
maximum returns per feed dollar. 


Asan illustration of the importance of uniformity, 
consider the matter of the vitamin A content of feeds. 
Experience has shown that alfalfa, one of our best 
sources of this vitamin, varies widely in vitamin A. 
Recognizing the need of more vitamin A in feeds, pro- 
gressive manufacturers are turning more and more to 
CLO-TRATE because it not only supplies more than an 
adequate amount of vitamin D but it is also a rich uni- 
form source of vitamin A. Thus by using CLO-TRATE, 
they improve their feeds uniformly in the much need- 
ed vitamin A. 


CLO-TRATE is the only oil concentrate in both vita- 
mins A and D--- it is manufactured under the most 
exacting standards - - - it is chick-tested under the most 
rigid conditions --- and it is guaranteed to produce 
satisfactory results. In short CLO-TRATE complies 
with the feed manufacturers’ own rigid requirements 
for uniformity. 


Even a Branded Feed is improved when CLO- 
TRATED. Health Products Corporation, Chicago, 
Newark, N. J., San Francisco. 


Published in the mu- 
tual interest of the 
feeder, the feeddeal- 
\ er and the feed 


4 BRANDED FEEDS ARE MORE DEPENDABLE 
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FLOUR 


SCORES AGAIN 


It was very gratifying to us when Admiral Byrd first selected King Midas flour for his 
present Antarctic expedition. Now we are very proud of the expression of confidence 
in King Midas quality contained in the radiogram from Little America requesting 
another shipment of King Midas flour to assure the expedition of an ample supply 
of wheat flour until they return home. 


KING MIDAS MILL CO. 
MINNEAPOLIS, MINN. 


OVER 1,000,000 BARRELS YEARLY PRODUCTION 


marin ackay = a 10 ACCURATE 
ak 42 Ha exPed RADIO 
LITTLE AMERICA ViA MACKAY RADIO ganeRranci sce nov 22> 4934 
; we 
BEVERLY 
NEWYORK 
| QROER WUNDRED BARRELS appr guPPLY WHEAT FLOUR ARRANGE 
DIATE PMENT gANFRANCI SCO $s POSA TO pune din 
WEWZEALAND contact KANG wi DAs UNWEAPOLTS FOUND THEIR FLOUR 
VERY ISFACTORY® 
execut VE oF FIcees 
BYRD ANTARCTIC \\- 
FOR EAST SERVICE cALL 


